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British Reinsurance 
Companies Have 


Had Hard Luck 


Collapse of the Consolidated, City 
Equitable and Others Cost 
Shareholders Millions 


COSTLY MARINE ACCOUNT 


Chairman of ‘Consolidated Tells 
How Losses Pile Up on 
Old Premiums 


When Supecintendent 3cha of New 
York State, at the direction of the Su- 
preme Court of New York, took posses- 
sion of the U. S. 
dated Assurance Company, 
don, in order 


Consoli- 
Ltd., of Lon- 
to determine the claims, 
debts and demands of policyholders and 
creditors in this country, one more chap- 


assets of the 


ter was written in an interesting drama 
which has been enacted relative to the 
reinsurance companies of Great Britain. 
The Consolidated’s total admitted assets 
on this side of the water were $2,025,820. 

The passing of the Consolidated, along 
with the City Equitable and several other 
British 
caused 


reinsurance has 
dollars to 


those 


companies 
a loss of millions of 
owners of the 
nies. 


shares of compa- 
As an illustration: 

The capital stock of the Consolidated 
was $5,000,000. There were 470,740 ordi- 
nary shares of £1 each, 2 s. called up, 
and 427,926 ordinary shares of £1 each, 
fully paid. These shares were selling at 
several times par as far back as 1920. 

Fierce Light of Publicity Shining on 

Company for Months 

The City Equitable got into a scan- 
dal and a bad jam which resulted in its 
liquidation. The Consolidated troubles 
started wtih heavy losses in the marine 
account, and through financial entangle- 
ments with other corporations. When it 
went down it carried several other com- 
panies with it. One of these companies 
was the Profits & Income Insurance Co., 
which is in compulsory liquidation. ‘The 
Western Alliance was part of the Con- 
solidated group. The Consolidated paid 
to the Gracechurch Building Co. $50,000 
a year rent. It owned 160,000 shares of 
the London Caledonia Trust Co., Lord 
Ampthill was a director in the Grace- 
church Building Co. 

The barrage of publicity on the affairs 
of the Consolidated has been going on 
for some time. One of the most irritat- 
ing critics of the company is the London 


“Financial Times,” which tried to force 
its way into meetings of the share- 
holders, and printed the news of the 


meetings anyways, when its 
were turned back. 

An investigating committee of share- 
holders was appointed at a meeting last 
spring and every attempt was made to 
Save the company, which is twenty-three 
years old, and until the flood of marine 
losses swamped it, it was a profitable 
venture. 


Marine Losses Pop Up for Years 


At a meeting on Juiy 4th the report 
of the chairman of the board (Lord 


(Continued on Page 16) 
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PHOENIX 


Assurance Company, Ltd. 
of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 144 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


indemnity Company 
123 William Street, New York 



































PRACTICAL SALES HELPS 


The Equitable Life of Iowa has prepared many practical sale¥ heips 
which definitely tie up each step of the sale from publication of the 4d- 
vertisement in the agent’s local paper to the delivery of the policy. 
They provide a continuity of thought and concentration which direct 
the attention of the prospect throughout the sale. 


The plan consists of advertising copy to be run in the local paper 
of the agent, direct-mail letters to well selected prospects, a compre\en- 
sive and complete: Sales Manual prepared by the company for wse in 
soliciting and a good will policy jacket indicating the purpose for w‘Sth 
the policy was purchased. 


EQUITABLE LIFE 
INSURANCE COMPANY 
OF IOWA 


FOUNDED 1867 

















A Hearty Welcome! 


The great City of Philadelphia is host to the Nation during these months 
of celebration of the one hundred and fiftieth anniversary of the signing of 
the Declaration of Independence, and it is commemorating that momentous 
event by a Sesqui-Centennial Exposition of notable character, which is the 
historical successor of the Centennial Exposition of 1876. 


The Home Office of the Penn Muruvat is on famous Independence Square 
in Philadelphia, facing Independence Hall, where the Declaration was signed 
and where hung, and now reposes, the sacred Liberty Bell. We have a 
hearty welcome for life underwriters who are visitors to Philadelphia during 
these festival months. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 




















N. Y. Mgrs’ Lunch 
To Vincent Coffin 
Young Educator 


Cooperation Promised For New 
Course At N. Y. University 
Which Opened Last Week 


CALLED IDEAL TEACHER 


New Course Opens With 54 Stu- 
dents; Managers Tell of 
Success Of Trained Men 


Some of the leading general agents in 
New York gathered at the Drug & 
Chemical Club on Friday of last week 
to meet personally a very young man 
who stands six feet two inches tall 
broad shoulders and a very 
imanner. He 


, has 
captivating 
is Vincent Coffin. When 
he was graduated from Wesleyan Univer- 
sity the faculty predicted that he would 
have a great career of teaching; 
he went into life insurance 


; instead 
, eventually be- 


coming associate general agent of the 
Provident Mutual Life at Albany. 
While successful as a life insurance 


man he instinctively began to develop 
traits as a teacher talking to agents. He 
became a successful trainer of men and 
was assistant to Dr. Griffin M. Lovelace 
at summer schools. When it was an- 


nounced that Dr. Lovelace would be 
made third vice-president of the New 
York Life the field was scoured for a 


successor to himat New York University, 
and Mr. Coffin was finally selected for 
the position. The school opened last 
weck with 54 students. 


Those at Luncheon 
Kk. J. Sisley of Sisley & Brinckerhoff, 
general agents of the Travelers and one 
of the boosters of the school, gave the 
Coffin luncheon and had as his guests the 


general agents who have been most 
sympathetic with the New York Uni- 
versity school and who have sent men 
there. At the lunch were George W. 


Johnston and W. R. 


Collins of Johnston 
& Collins, Travelers; 


Julian S. Myrick, 


Ives & Myrick, Mutual Life; Peter M. 
Fraser, Connecticut Mutuz il: Shepard 
Homans, Prosser & Homans, Equitable 
Life Assurance Society; E. W. Allen, 
New England Mutual; Robert L. Jones, 
State Mutual; J. R. Robbins, Home Life; 
William F. Atkinson, Northwestern Mu- 


tual; Graham C. Wells, Provident Mu- 


tual; T. R. Fell, Massachusetts Mutual; 
Lawrence Priddy, New York Life, and 


Charles B. Knight, 


Union Central, and 
Mr. Brinkerhoff. 


Two other staunch 
school fans, J. D. Bookstaver and Hugh 
1). Hart, could not come. 

Dr. Lovelace came in as did 
Kngelsman, who will be Mr. 
sociate at the school. 

Mr. Coffin made a talk telling how 
much interested he was in the work and 
how glad he was of the co-operation of 
the general agents. He paid a tribute 
to his associate, Ralph Engelsman, whom 
he called “not only a salesman par ex- 
cellence but a natural born teacher of 
salesmen as well.” He concluded by say- 
ing that he and Mr. Engelsman would 
carry on their work in the spirit and 

(Continued on Page 12) 


Ralph 
Coffin’s as- 
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BROADCAST NO. 41 











IMPORTANT ANNOUNCEMENT 


1--We call attention to the standard underwriting of the 
AAtna Life. 


2-Applicants, who by reason of hazardous occupation 
er physical impairment cannot be accepted at 
standard rates, will be considered at special rates. 


3—Our Service Department, or our Medical Referee, Dr. 
HS. Warner, will gladly give further particulars 
1egarding any risk you wish to discuss in detail. 


on 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK 


“IT PAYS TO HAVE AN ACCOUNT IN THE AETNA” 
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Eminent Jersey Men 
Are Prudential Guests 


COMPANY’S 51ST ANNIVERSARY 








President Duffield Receives Financiers, 
Lawyers, Business Men, Life Offi- 
cials, Clergymen and Others 





Leaders in insurance, finance, religion, 
law, public life, and industry of north- 
ern New Jersey attended a reception to 
commemorate the 51st anniversary of the 


Prudential Insurance Company hela in 
the assembly room of the company’s 
home office in Newark on Wednesday 
noon. President Duffield and his asso- 
ciate executives did the receiving, and a 
buffet lunch was served. There was no 
speaking. 

It was a delightful affair in which the 
large turnout of New Jersey men _ of 
prominence again attested to the popu- 
larity and influence of that great com- 
pany. 

Among the insurance 
accepted invitations to 
ception were 
Mutual; 


executives who 
attend the re- 
President Law of the Penn 
President Hardin and Vice- 
Presidents Rhodes and Baldwin of the 
Mutual Benefit; President Reid of the 
Globe Indemnity, and President Heppen- 
heimer of the Colonial Life. George T. 
Wight, Charles G. Taylor, Jr., and Fred- 
erick H. Dunham represented the Asso- 
ciation of Life Insurance Presidents. 
Those Who Attended 

A partial list of the guests who accept- 
ed invitations follows: 

Chellis A. Austen, preside ’ Seaboard 
National Bank, New York; Edgar Alle- 
gaert, vice-president Public Service Cor- 
poration; J. H. Bacheller, president 
lronbound ‘Trust Co.; Samuel Rk. Baker, 
Frederick W. Ball, Louis Bamberger, 
Edgar S. Bamberger, Frank Berger, 
general counsel Public Service Corpora- 
tion; James O. Betelle, president Cham- 
ber of Commerce; Prosecutor John O. 


Bigelow, Postmaster Frank J. Bock, 
John J. Berry, president of the Essex 
County Tax Board; J. W. Rufus Besson, 


special Master 
James A. 


Hoboken. 
Colgate, 
Conklin, 


in Chancery, 
Coe, Col. Austen 
Morrison C. Colyer, Joseph M. 
John F. Conroy, Louis H. Cooke, general 
counsel for the New York Life Insur- 
ance Co.; Superintendent of Schools Da- 
vid B. Corson, James Crowell, Richard 
D). Currier, president of the Board of 
Trustees, New Jersey Law _ School; 
Thomas M. Cusack, Franklin Conklin, 
Sr. Franklin Conklin, Jr., Howard B. 
Davis, president of the Bloomfield Sav- 
ings Bank; Thomas B. Donaldson, Louis 
F. Dodd, Paul C. Downing, Henry G. 
Duffield, treasurer of Princeton Univer- 
sity; Wayne Dumont, Master in Chanc- 
ery, Paterson; the Rev. Arthur Dumper, 
Trinity Cathedral; City Clerk William J. 
Egan, W. H. Ellis, John Enstice, John 
H. Ely, Wilson C. Ely, Charles L. Far- 
rell, president of the National Newark & 
Essex Banking Co. 

Joseph L. Feibleman, president of the 
New Jersey Association of Real Estate 
Boards; Abram Feist, W. C. Fiedler, 
John Fischer, president of the United 
States Savings Bank; Secretary E. Gar- 
field Gifford, C. A. Gough, deputy com- 
missioner of the New Jersey Department 
of Banking and Insurance; Horace C. 
Grice, Assemblyman Fre derick H. Groel, 
J. Lewis Hay, Walter C. Heath, Fred- 
erick Hoadley, secretary American In- 
surance Company; Chester R. Hoag, W. 
F. Hoffman, Louis Hood, W. B. Hard- 
ing and General W. C. Heppenheimer, 
president Trust Co. of New Jersey, Jer- 
sey City. 

Among Others in Attendance 

Edward J. Ill, Charles H. Imhoff, A. J. 


Jennings, Justice Samuel Kalisch, Louis 
Kamm, John Kay, Frank L. Kramer, 
Meyer Kussy, Harrison P. Lindabury, 


Bishop Edwin S. Lines, Louis Lippman, 
George W. Loft, Matthias Ludlow, 
Charles M. Lum, Ralph E. Lum, John 

. Lushear, Graham B. McGregor, Aus- 
ten M. McGregor, Spencer S. Marsh, 
Mayor Charles H. Martens, of East 

range; O. H. Merz, W. D. Morgan, 
Wilbur A. Mott, Judge Worrall F. 


Mountain, Arthur T. Muir, Wilbur THE JUDEA LIFE 

Munn, Robert H. McCarter, Uzal H. 

McCarter, be ae i John F. Mur- Statement by Prandie: R. Stoddard Rela- 
ray, Jr., Jacob L. Newman, Robert A. tive to Far East Corporation; Will 
Osborne, Representative Francis F. Pat- Have Headquarters Here 
terson, Tr., W. B. Pearson, Arthur L. Discussing the Judea Life Insurance 
Phillips, Louis Plaut, Moses Plaut, ws ; Seer : ayers 
Henry C. Pitney, Jr, special Master of Co., a new domestic life company in this 


Chancery, 


Peck 


and 
Frank 
William D. 
K. Robbins, 
den; L. 
Ne Wi ark 


tT. 
“Ledger”; 
Louis Schlesinger, 
dent of the 
Wallace 


treasurer 


News”; 


Jr. 


Morsis R. 
engineer to the 


Morristown; 
Frank Presbrey. 
E. 
Ripley, J. S. 


William Halsey State, headquarters of which will be in 
New York, Colonel Francis R. Stoddard, 
attorney, said this week that the stock 
of the new company will be owned by 
the Judea Insurance Co., Ltd., of 
tine, which is in turn owned by the 
Judea Industrial Corporation, a Zionist 
institution, 


Quinby, Joseph Rattray, 
Rippel, Samuel 
Master of Chancery, Cam- 
Russell, president of the 
William Acheerer, 
Edward Schoen, presi- 
Guaranty Trust Company ; 


Pales- 


Continuing he said: 


Scudder, president and o : 4 
the Newark “Evening ; All of the, ete cae age ot en rote 
Sherrerd, consulting ©2™Pany are interested in the upbuilding 


and the 
domestic 


of Palestine 


ownership of the 
stock of the 


city, and 
gies company by the 


James Smith, 


‘ , a" Judea Insurance Co., Ltd., of Palestine, 
k ie a en Lea Pc permits the dividends of the domestic 
gg bch ras . gar John BS oe company to be transmitted to the com- 
iT a el Wilson R. Stearly, Harry H pany in Palestine, the investments of 
Thomas, president of the Savings In- . 


vestment 


Oliver 


Edward 


Ward. 


Thurman, 
W. Taylor, 
M. 


which are made primarily, of 
with a view to safety, but 
= of building up the Jewish Home 
Land. Many prominent Zionists and 
others who are interested in having the 
Zionist movement succeed have promised 


course, 


Trust Co., East also with a 


Representative 
Wynant 2D. 
Waldron and 


Orange; 
Herbert 
Vander ol, 
Edward T. 





to assist the new domestic company. The 


Judea of Palestine, in addition to own- 
NEW DISTRICT MANAGERS ing the stock of the New York Com- 
E. E. Peele has been appointed dis-  P@”y, has already a branch in Egypt. 


trict mz unager of the 
of Virginia, at Charlotte, 
ceeds H. 


Mr. Peele 


ment of the 
fice, which he has arent for several 
The company has also appointed 
F. A. McDaniel district manager of the 
Ohio, 


years. 


Toledo, 
Ball, 


trict manager 


has been 


F. 
will 
Concord, N. 


Like Co. While it has only been doing business 


Insurance 


N.C. He suc. for a comparatively short time it has 
Page. For the time being had a success. One of the remarkable 
also retain the manage- facts of the Palestine company ts tnat 


Arabs and other non-Jewish people are 
patronizing the company in large num- 
bers.” 


, district of- 


olen \.‘y P. B. STANSBIE DIES SUDDENLY 


succeeding 


who is now special assistant dis- P. B. Stansbie, president of the Ashby 

of the same district. Mr. State Bank of Ashby, Neb., and a di- 

McDaniel has been a traveling inspector rector of the Farmers’ Life, who was 
for several years. Mr. H. T. Page, who attending a meeting of the board of di- 
in active service of the Life rectors of the latter company in Den- 

Co., for more than thirty ver, Colo., last week, was found dead in 


Insurance 


years, has been placed on the company’s 


retired 


list. 


bed in his room in the Morrison Hotel. 
His death was caused by heart failure. 














A Real Opportunity 


One of the most progressive and 
fastest growing life insurance agen- 
cies in New York City offers an 
excellent opportunity to an active | 
man between 30 and 45 years of 
age who can induct new men into 
the business with the help of news- 
paper advertising and other aids. | 
Must have written a fair volume of 
business himself. Replies will be 
held in strictest confidence. 








Box 1049 


THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 











Training Plans Of ~ 
Aetna Life In New York 


HART & EUBANK ANNOUNCEMENT 


C. S. Richardson neat W. C. Cooper Will 
Head New Departments; Departure 
In Educational Work Here 
Hart & Eubank, general agents forthe 
Aetna Life in New York, this week an- 
nounced their new plans in connection 
with the educational and field training 
course which they instituted over a year 

ago. 

Under the new arrangement there will 
be two distinct divisions, each of which 
will have its own manager or supervisor, 
The heads of a divisions, C. S. Rich- 
ardson and W. C. Cooper, will, however, 
collaborate in iad work of the depart- 
ment in its larger and more important 
phases. 

Mr. Eubank said this week: 
idea to have the men who graduate in 
this course come under the general su- 
pervision of our field training and pro- 
duction managers for at least two years 
until they are fitted by experience and 
training to be the masters of their own 
destiny, so to speak. This, I feel, is bet- 
ter than giving a young man, say, a five 
weeks’ training and then calling him a 
salesman.” 

The new departments will be known 
as the recruiting and inside training di- 
vision and the production or outside field 
division. The recruiting division will be 
under the supervision of Mr. Richardson, 
who has been associated with the Hart 
& Eubank Agency since its inception in 
New York a little more than two vears 
ago. The production division will he 
managed by Mr. Cooper who joined Hart 
& Eubank in January, 1925. 

The New Supervisors 

Mr. Richardson began his work with 
Hart & Eubank as a field man. Later, 
when the activities of the Agency in- 
creased he was appointed assistant edu- 
cational director. Mr. Richardson _ has 
ioe in the insurance business practical- 
ly all his life, having been previously as- 
sociated with his father, whose business 
was established in Massachusetts in 
1859. He is a graduate of the Rockwell 
School of Life Insurance. He was an 
ensign in the Naval Air Service during 
the World War. 

W. C. Cooper started his insurance ca- 
reer with the Campbell & Hart Agency 
of Little Rock. He remained with that 
agency until December, 1924, at which 
time he became associated with Hart & 
Eubank, as agency supervisor, and has 
continued in this work ever since. He 
has devoted his entire time to writing 
and closing new business for agents giv- 
ing them the benefit of his knowledge 
and experience. The method Mr. Coo- 
per uses in his work is known as the 
“one call” system, or soliciting prospects 


“Tt is our 


that one knows nothing about. He also 
served in the World War as a comis- 
sary officer in the U. S. Navy. 


$200,000,000 CLUB MEETS 
Equitable Life Mande Managers in 
New York Citv Start Their 
Fall Gatherings 
A $200,000,000 Club met in this city at 
luncheon on Monday noon. It was the 
forty-vear-old organization of New York 





City managers of the Equitable Life As- 
surance Society. At the present time 
their number is thirtv. and last vear in 


this city more than $200,000,000 of insur- 
ance was written by the offices repre- 
sented at the luncheon. 

The Association meets 
beginning with the fall. 


every month 


NOW ASSISTANT SECRETARY 

Paul N. Mantz, formerly assistant ac- 
tuary of the Western Life, of Des 
Moines, secretary and actuary of the 
Des Moines life and general agent at 
Des Moines for the Pacific Mutual Life, 
is now assistant secretary in charge of 
the Policvholders’ Service department of 
the Lincoln National life with headquar- 
ters at Fort Wayne, Ind, 
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WASTE 


The first great problem with which the human race forever struggles is how to live as long as possible. 
To live at all humanity must fight disease, from birth. 


The advance made into the terrain of this common enemy in recent years, chiefly through discoveries in pure science. 
makes a story more thrilling than Stanley’s journey across the Dark Continent, more romantic than Amundsen’s 


flight over the Top of the World. 


Whatever science is now saving through a better longevity has hitherto been waste, but a waste seesiied 3 in the mass could not 
control; it could however and, in a limited way, now does, avoid utter waste through co-operation. 


Outside of disease there are other enemies to be overcome. 
Amongst these enemies are: 


Ignorance; 
War; 
Bad Sociological programs; 
Lack of a proper sense of individual responsibility ; 
Lack of appreciation of the value of human life, the only real value in the world. 


ALL THESE ARE CONTROLLABLE ENEMIES 


The battle of science against disease helps; it lengthens life, but does not solve the problem. 

The battle against the controllable enemies is the great current, always present battle. 

Ignorance and war with resultant maladjustments, are man’s arch enemies, the great causes of waste. 

Human life, the only real value, is now constantly snuffed out by its controllable enemies leaving liabilities and 
not assets. Intelligent co-operation can prevent that. 


Every life is an asset to everybody if it is not wasted. 
War with its hideous waste seems as yet uncontrollable. But in the long run ignorance is a deadlier foe than war. 


Premature death from disease, which happens in spite of all scientific knowledge, is without a specific plan to 
meet it, sheer waste. 


Premature death from war not only destroys values and disrupts life plans but leaves debts for other people to 
pay; even that monstrous waste can be adjusted, through co-operation, so as to be really less burdensome. 


Premature death from any cause usually means helpless wives and mothers, children either half educated or edu- 
cated in crime, all at the expense of society. 


The value of a life can be in part replaced by cash through co-operation; that helps the taxpayer, liquidates liabili- 
ties and gives children a chance. 


While humanity is struggling to eliminate disease, to eliminate the rivalries of nations, rivalries in business, the blunders 
of ignorance, rivalries in the churches, and the cruelties of the strong; lifting the burdens imposed on society by the lazy and 
the incapable, Life itself (individuals, men, women, children) must, in order to preserve its great but fugitive value, organize 
intelligently ; it must express itself in current values, must through co-operation translate itself into bonds, mortgages, real 
estate and cash. That sounds materialistic; but there is no other even partial equivalent for the intangible personality which, 
living, is of immeasurable value and eliminated without a program which in part replaces it, becomes worth less than nothing. 


How to do all that as against both kinds of waste, the controllable and the uncontrollable? 
Did you say Life Insurance? 
Of course you did. 


LIFE INSURANCE IS A MILITANT, AN ORGANIZED CRYING OUT TO HUMANITY TO 
STOP WASTE. 


IT HAS AS YET CAUGHT UP OUT OF THE NIAGARA OF WASTE ONLY A FEW BILLION 
DOLLARS OF THE INEXPRESSIBLE BILLIONS THAT HAVE FOR AGES RUSHED INTO THE 
OCEAN OF WASTED VALUES. 


Life Insurance is the first business in the world, first in its moral appeal, first in its scientific processes, first in its 


fight against life’s enemies, first in its correction of maladjustments, first in eliminating waste, almost first now in its accumu- 
lations. 


Ask at one of our Branch Offices about this Company. Leam how you can eliminate waste, how you can serve 
yourself and your neighbor as well. 


NEW YORK LIFE INSURANCE COMPANY 
DarWIN P. KINGSLEY, President. 
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Riehle Agents To Turn 
In 1,000 Apps. in Month 


GENERAL AGENT FOR 3 DECADES 
Max Goldsmith Poeudone 200 Risks; 
Former Oklahoma General Agent 
To Do His Share 





A Hamlet dinner with the Hamlet left 
out was given by the John M. Riehle 
Agency of the Equitable Life Assurance 
Society (Pennsylvania Building, 34th 
Street) at the Hotel Astor a few nights 
ago. It marked the thirtieth anniver- 
sary of Mr. Richle as a general agent 
of the Society and the announcement of 
a 30-day drive during which the agents 
will try to turn in 1,000 applications in 
honor of the head of the agency. 

John M. Riehle, who had been a Gov- 
ermnent inspector on the piers of New 





JOHN M. RIEHLE 


York, decided to go into business for 
himself. He made such.a good impres- 
sion at the Equitable that he was made 
a general agent. Furthermore, he became 
a million-dollar-a-year writer in days 
when that was an outstanding achieve- 
ment. After he had held the position 
of general agent for twenty-seven years, 
his son Theodore M., associate general 
agent, co-operated with the agents in a 
27-day campaign in honor of the chief. 
The following year the campaign was for 





J. A. CAUFIELD 


28 days; next, 29 days, and this year it 
will be 30 days. 

The attractive: literary material to be 
used in the campaign was distributed at 
the dinner and it was also decided to 
distribute some compliments to John M. 
Riehle. Hence the absence of the Ham- 
let. 

Max Goldsmith Quota 

Judging by the enthusiasm at the din- 
ner there does not seem to be any doubt 
that 1,000 applications will be forthcom- 
ing. Max Goldsmith, a large personal 
writer, an agent of thirty years stand- 
ing with the Equitable and the man who 
Placed more than $2,000,000 on the life 
of Morris White, New York, real estate 
operator, manufacturer and many times 





Low Net Cost Annual Dividend 
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a millionaire, announced his own quota, 
which was 200 applications. Goldsmith 
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THEODORE M. RIEHLE 


said he would be able to do this easily, 
as it is only a little more than half of a 








record he once mode, 380 applications in 
one month, and he has hundreds of old 
policyholders to work on. 

Another agent who will do a lot, who 
has not many friends in New York at 
the present moment, but judging by his 
experience in the Southwest, will have 
many, is Fred S. Goldstandt, who was 
president of the Oklahoma Association 
of Life Underwriters; general agent of 
the Equitable in Oklahoma, and quit 
that section of the country to come to 
New York as a producer. 

That’s one of the most alluring things 
about the insurance business—? man can 
go into a new territory and quickly make 
good if he has ability. 


Oklahoman’s Sales Talk 


Mr. Goldstandt’s talk quickly devel- 
oped into a practical sales demonstra- 
tion in which he illustrated how he sold 
insurance. One would think that a man 
coming into a new community would be 
obliged to do cold canvassing, but there 
must be some connecting link between 
Mr. Goldstandt and his prospects, a mu- 
tual acquaintance or a previous acquain- 
tance, as he does not try to sell absolute 
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(Special Dispatch to The Herald) ey 

PITTSFIELD, Sept. 26—Adolphus Noy! 
aay Yon, 51, a foreman at the General Elec- es) 
\&) tric Company plant, was found dead in ex 
(A his garage at 65 Wilson street, tonight. N 
MAN An automobile with the engine run- pare 
req ning, was in the garage, and Yon was b: "| 
Pey the victim of carbon monoxide gener- Set 
Xo), ated by the motor, according to Medi- No, 
@ cal Examiner Joseph Howe, who viewed (By 
a the body. He was born in North Pai 
Re, Adams and lived here for 25 years. whi 
aS He is survived by his widow and seven Se 
uo | childrenn i (i‘C:;C;O!O;~CO Py 
AX) manna VR 
RY | nh 
er | ay 
j& You will see items like the above in the newspapers right Sy 
OA along from now on. {<a 
MAN) a er ee nV 
VE4 Brokers and Agents who wish to supply their clients with ya 
eg individual WARNING CARDS or large WARNING eS 
Wo, PLACARDS for stores and factories, can obtain them from x 
ty the John Hancock Mutual Life Insurance Company, 197 e& i 
es Clarendon St., Boston, Mass., which is interested in Life Rs 
Ny Conservation, especially in informing the public of the in- Se 
NR) sidious dangers of Carbon Monoxide Gas. 


K complete information. 


Over Sixty Years in 
Business. 
$2,400,000,000 Insur- 
ance m Force. 

Safe and Secure in 


Every Way. 


\ 
Nye Ask for our booklet “Carbon Monoxide Gas” containing 
Address Inquiry Bureau. S\ 
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strangers, He tries to enlist interest im- 
mediately upon arriving in an office and 
is generally able to do so by asking 
questions such as: “How much life in- 
surance do you own?” and “Why did 
you buy your life insurance?” The an- 
swer 1s usually: “I bought it to protect 
so-and-so.” If the prospect is willing to 
tell whom he desired to protect in buy- 
ing insurance that paves the way for 
Mr. Goldstandt to get in a lot of insur- 
ance solicitation, directly or indirectly. 

Mr. Goldstandt has been very success- 

ful in discussing what he calls “second 
beneficiaries.” 
_ The Oklahoma man said he did not 
find much difference in soliciting argu- 
ments used in New York City and those 
ir Oklahoma. The needs were the same; 
the arguments the same. He did not 
say, however, that there is a wide range 
of difference in methods of selling. An 
agent would get shot down in Oklahoma 
if he talked to people there the way 
some of the New York agents talk to 
clients or prospective clients; and he 
would be thrown out of New York offi- 
ces if he tried some of the blarney and 
hand-shaking methods which are popu- 
lar in the Southwest. 

After Mr. Goldstandt has been in New 
York for a year a reporter for The 
Kastern Underwriter will interview him 
and get his more mature reactions in the 
matter of geographical sales contacts. 

Other Speakers 
_ Toastmaster Theodore M. Riehle then 
introduced Sam W. Tompkins, a profes- 
sional writer of “pep” letters. Mr. Tomp- 
kins told of the vital truths of life as he 
saw them and the necessity for fighting 
against pursuing the line of least resist- 
ance. He said the men who do only 
what is convenient make little progress. 

Joseph A. Caufield, agency  superin- 
tendent of the agency, discussed the 
Kauitable —palicyholders’ 
paign. 

William L. Hadley, secretary of The 
Eastern Underwriter, told how well John 
M. Riehle is regarded by the insurance 
fraternity and recited a piece of inspira- 
tional poetry. 


The Equitable’s Gains 


In closing the banquet, Theodore M. 
Riehle gave some practical selling sug- 
gestions and read a telegram from Vice- 
President Frank H. Davis, of the Equit- 
able, saying that the company had brok- 
en all its records for September by pay- 
ing for more than $58,000,000 in that 
month, an increase of $4,000,000 over 
September, 1925. The paid for business 
for the first nine months of this year 
was $592,000,000, an increase over the 
same period last year of $53,000,000. 

During the banquet many telegrams of 
congratulation and good wishes were re- 
ceived, two being from President Wil- 
liam A. Day of the Equitable and Vice- 
President Frank H. Davis. 


service cam- 


APPOINT GREAT NECK AGENT 


Graham & Luther Select Charles O’Con- 
nell, Successful Producer, For 
District Agent There 
Graham & Luther, general agents for 
the Aetna Life in Brooklyn, have ap- 
pointed Charles O’Connell district agent 
at Great Neck, Long Island. This ap- 
pointment is in line with the recent an- 
nouncement of the agency heads about 
the extension of their agency activities 

to Long Island territory. 

Mr. O’Connell, who lives at Great 
Neck, has had a successful record of 
paid for business with another company, 
having written a half million dollars of 
business during his first year while 
working on a debit. This is an unusual 
amount of business to have written while 
on part time for the first year. 

Before entering the insurance business, 
Mr. O’Connell was employed as teller in 
the Bank of Nassau County at Great 
Neck. He is twenty-six years of age, 
married and has one child. 

Mr. Graham, of Graham & Luther, 
thinks very highly of O’Connell’s ability 
and says he expects that he will ap- 
proximate a million dollars of business in 
the Great Neck territory. 


' 
i 
| 
' 
. 
; 
' 









= UNDERWRITER 





October 15, 1926 























Treasurer President Production Manager 


“YOU CAN’T FIRE THE WHOLE SHOP FORCE!” 


Production Manager: ‘‘ Why this is ridiculous! there who've been with us twenty years. We've got 
You can't fire the whole shop force—and expect to foremen that have taken years to train. Why, there 
pick up another just as good when we're ready for are dozens of factories bidding for those men. Do 
them. They'll all leave town!” you think they'd sit around and do nothing until 

oat . we're ready for them again? They would not—and 

Treasurer: ‘We're not firing them. We're giv- ait would take years to get our production back on the 
ing them four months vacation without pay. We may same efficient basis that it was on before the fire, if we 
lose a few of them but we can't help it. It will be are foolish enough to let them go.” 


four months before the factory can be rebuilt; four 
months before we'll be earning a cent. Meanwhile 
everything 1s going out; taxes, interest payments, and 
other items not covered by our fire insurance. The 
directors would never stand for paying those men to do 


The President: ‘‘J don’t think we can afford to 
break up an organization that tt has taken us years to 
build. Make upa list of those you feel most essential. 
I'll try to make the directors see the necessity of keeping 


nethine.”’ them on the payroll. It may mean another six months 
g. sha 
or a year before we can resume dividends; but even so, 
Production Manager: ‘I don’t ask you to keep I think it ts the wisest course. Isn't there some kind 
the whole factory force on the payroll, but I do insist of insurance that would have helped us out in an emer- 
that we keep a skeleton to rebuild on. We've got men gency like this?” 


There is a kind of insurance that would have saved embarrassing explanations to the directors under such 
circumstances. That would have paid those continuous fixed charges that were worrying the treasurer. 
That would have enabled the production manager to keep his foremen and skilled employees on the payroll. 
That would have enabled the company to continue to pay dividends during the period that operations were 
suspended after the fire. 


This line is Travelers Use and Occupancy Insurance—a line that offers profitable opportunities to every 
Travelers producer because premiums run large and manufacturers needing this protection are many. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY THE TRAVELERS FIRE INSURANCE COMPANY 
LIFE L. F. BUTLER, PRESIDENT FIRE 
ACCIDENT Hartford, Connecticut WINDSTORM 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, GROUP, BURGLARY, PLATEGLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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Large Audiences Hear 
Scott and Bragg Talk 


ADDRESS McNAMARA SCHOOL 
Second And Third Meetings Of Fall 
Educational Course Bring Out 
Crowds; School Still Popular 





The second meeting of the fall edu- 
cational course of the John C. McNam- 
ara organization took place last Monday 
evening. A large audience turned out to 
hear Thomas M. Scott, one of the lead- 
ing producers of the Penn Mutual of 
Philadelphia, whose subject was “How 
to Write Life Insurance.’ 

Mr. Scott, after discussing pian of the 
principles of selling, told how he ap- 
plies these principles in the actual work 
of selling life insurance. He declared 
that, although there is much in the study 
of psychology that is trite, it was essen- 
tial that a life insurance agent should 
know something about human nature to 
be successful. 

“In our business,” said Mr. Scott, “we 
come up against the hackneyed word 
‘psychology,’ and you hear it referred to 
again and again as old stuff. Well, in 
dealing with human nature you are deal- 
ing with stuff that never changes: it is 
the same today, yesterday and tomor- 
row and is responsive to the same influ- 
ences that it was centuries ago. The 
poet Poe once said that the ‘proper 
study of mankind is man’ and this fa- 
mous expression is truly applicable to 
the present day.” i 

Speaking of the principle of suggestion 
which he employs so successfully in his 
own work, Mr. Scott said some men 
are more receptive than others to visual 
appeals; so he usually puts some figures 
on a sheet of paper or has a policy with 
him when interviewing this type of pros- 
pect. 

Mr. Scott said he believed in getting 
aman examined as soon as possible be- 
cause it is e asier to get his signature to 
a policy, and gives an agent a jump on 
his competitors. 

The speaker referred to the present 
day flair for new things, and was of 
the opinion that new expressions and 
titles are helpful in selling life insur- 
ance. 

“St. Paul said Athens was always look- 
ing for something new,” said Mr. Scott. 
“And we in this day and age are con- 
stantly seeking for new things. When 
you attempt to sell a person a_ policy 
use new names for the policies such as 
‘Widows Insurance,’ ‘Inheritance Tax,’ 
‘Legacy Trust,’ ‘Income — Insurance, 
‘Mother’s Time and Care Policy,’ ad 
ligious and Charitable,’ ete.” 

On Thursday evening James Elton 
Bragg, vice-president a the Manhattan 
Life and well known educator, addressed 
the class. Mr. Bragg’s long experience 
as a lecturer at New York University, 
and his wide. training in the field of 
salesmanship, make him a most effective 
speaker on the subject of life insurance 
selling. His topic was “Increasing Your 
Batting Average.” Mr. Brage was in 
good form and brought out a number of 
telling points in his address. He had 
an overflow audience to greet him. 


WESTFALL’S NEW POST 
Dr. J. V. E. Westfall has resigned as 
vice-president of the Equitable Life As- 
surance Society and has been appointed 
European manager for Haskins & Sells, 
public accountants. 
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SUCH AS: Ideas for the Direction, Cor- 
rection and Perfection of. 


— Organized Service— 


The Keane-Patterson Agency 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
225 West 34th Street, New York City 





Telephone: Chickering 2384-7 
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NATIONAL THRIFT WEEK 





Life Underwriters Throughout Country 
Asked To Cooperate During Cam- 
paign To Be Held Jan. 17-23 
With a view to enlarged cooperation 
of life underwriters throughout the 
country with other organizations and es- 
pecially the larger cooperation in local 
communities during “National Thrift 
Week,” which will be held January 17- 
23, there has been appointed a joint 
commission consisting of four appointees 
from the National Association of Life 
Underwriters and a similar number of 
representatives from the National Thrift 

Committee of the Y. M. C. A 

The first meeting of this joint commis- 
sion was held in New York City, Octo- 
ber 14, in the office of Professor Vin- 
cent B. Coffin in the Commerce Building 
of New York University. The four 
members from the Life Underwriters As- 
— a by President Frank 

Jones are: Graham C. Wells, Win- 
oa Russell, Edward A. Woods, Vincent 
B. Coffin. 

The four members of the National 
Thrift committee named by Chairman 
Adolph Lewisohn of the National Thrift 
Committee are: J. Robert Stout, Ar- 
thur M. East, B. H. Fancher, John A. 
Goodell. The call for the first meeting 
was signed by Graham C. Wells, acting 
chairman and John A. Godell, acting 
secretary. 


POLICYHOLDERS’ MONTH 





Missouri State Life Sells $10,000,000 Of 
Life Insurance In First Ten Days; 
298 Apps. In One Day 
In the first ten days of October, pol- 
icyholders’ month, the Missouri State 
Life has sold over $6,000,000 new life 
insurance. On Monday, October 4, 298 
applications were written totalling 
$1,037,000. On October 11, 300 applica- 
tions for $1,320,000 were written. Last 
year. in the same month, October, the 
company wrote $12,000,000. 

year is $20,000,000. 

The insurance now in force of the 
Missouri State Life is in excess of 
$65,000,000. 


The goal this 


ARTHUR MILLER DIES 


Buffalo, N. Y., Oct. 11—Arthur Miller, 
for the past ten years connected with 
the Massachusetts Mutual Life in Roch- 
ester, died at his home in that city last 
week after a brief illness. He was 52 
years old. Mr. Miller was born in Can- 
ada, and spent the earlier years of his 
life as a school teacher. Later he joined 
the staff of the Rochester “Herald,” 
where he remained for 17 years, prior to 
going into the insurance business. He 
was an active member of the Rochester 
Association of Life Underwriters. 








group of men with unusual foresight. 


Springfield, Massachusetts 








Seventy - five Years Ago 
the Massachusetts Mutual Life Insurance Company was organized by a 


would create a personality of strength and friendliness, and conduct its 
affairs so as to win and hold the confidence of policyholders. 


During all these years this institution has faithfully maintained the spirit 
of service inaugurated at its birth. To-day it ranks with the best com- 
panies in the country and is known throughout the land as 


The Company of Satisfied Policyholders 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


They conceived an organization that 


Organized 1851 














New Volume On Life 
Insurance Medicine 


RESULT OF CERTAIN TESTS 





Publication Issued by New England 
Mutual Life Covers Important 
Clinical and Life Problems 





“Life Insurance Medicine,” is the title 
of a new book which has just been 
placed upon the market by the New Eng- 
land Mutual Life. The volume which 
has been prepared by the members of 
the Home office medical staff, presents 
in brief and accessible form the results 
of certain tests and investigations that 
have a bearing on the selection of lives 
for insurance and on the prolonging of 


life through the early discovery of 
latent disease. 

The line between clinical and life in- 
surance medicine has always been shad- 
owy. Yet the point of view of the first 
differs from that of the second: clini- 
cians treat individuals; life insurance 
companies deal with homogenous groups. 
Valuable contributions to medical knowl- 
edge may be expected from both sides 
of the line. This book presents such 
contributions in accordance with the fol- 
lowing table of contents : 

“The Next Job in Preventive Medi- 
cine,” by Edwin W. Dwight, M. D,, 
medical director, shows that the unques- 
tioned saving in mortality in early life, 
accomplished during the last 50 years, 
has no parallel in later life, the reason 
being largely the increasing incidence of 
circulatory pores ax Dr. Dwight pre- 
sents many statistics to show that the 
claim made in some quarters, that the 
life of the average man has been in- 
creased 15, or even 20, years over what 
it was in 1870, is without scientific 
foundation. 

“The Conservation of Life and Health 
by Means of Periodical Héalth Examina- 
tions,” by Francis H. McCrudden, M. D., 
is naturally related in spirit to the first 
article. Its author shows that where the 
effort to save life has been successful, 
such an outcome has been due to the 
control of acute infectious diseases and 
the conservation of young lives; while, 
on the other hand, the mortality of mid- 
dle and late life, from circulatory and 
degenerative diseases, shows an alarm- 
ing increase. 

The third and fourth articles, also by 
Dr. Mc ‘rudden, are technical discus- 
sions of “A Proposed Method of Select- 
ing Risks Among Individuals with Oc- 
casional Slight Glycosuria,” and “A 
Practical Application of a Knowledge of 
the Creatinin Content of the Urine.” 
3oth these articles contain the results 
of long continued investigation. 

The remaining chapters are by Dr. 
Harold M. Frost, assistant medical di- 
rector of the company, Dr. Hiram H. 
Amiral, medical examiner, attached to 
the home office and Dr. David N. 
Blakely, senior medical assistant direc- 
tor. The publication is an indication 
of the company’s belief in the impor- 
tance of the medical examination for 
life insurance and their wish to equip 
its examiners with all information as it 
becomes available for making their work 
more accurate and thorough. It gives 
evidence that New England Mutual is 
not leaning toward so- -called “non-medi- 
cal.” .The book is beautifully printed 
on a new, scientifically tested paper and 
is enriched with photographic reproduc- 
tions of over fifty charts and graphs. 
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Says Blotters Are 
Good Selling Agent 


CITES SUCCESSFUL CASES 
General Agent ol: —— Moines Thinks 
Blotters An Excellent Medium For 


Selling Life Insurance 


That blotters are an unusually effective 
medium for producing life business is the 
opinion of T. P. O’Connor, general agent 
for the Pacific Mutual Life in Detroit. 
In an interesting article written for the 
August issue of the “Pacific Mutual 
News,” he sets forth his views as to 
value of the blotter and his experiments 
with it. He says in part: The observa- 
tion of field men is that much time is 
wasted by agents working without any 
definite plan. The result of such work 
is a lessening of enthusiasm, a lowering 
of morale, and the loss to our business 
of many promising men. The blotter plan 
aims to eliminate this waste, or at least 
reduce it to a minimum. Even under 
proper supervision an agent, especially 
the new man in the field, faces this 
problem, “How will I put into actual 
practice the knowledge I have of life in- 
surance? How can I know that I am 
working efficiently and getting the best 
results both from present work, and 
from building a foundation for the. fu- 
ture?” We go to such a man with a 
definite plan, tested in actual practice, 
launch him upon it, and then supervise 
his efforts. 

In order to sell life insurance you 
must see people and keep on seeing them. 
The agent must realize that concen- 
trated effort means limiting his activities 
to a certain zone. In the past three 
years nine- ieadies of my personal busi- 
ness has been placed within four blocks 
of the office. 

Cites John Hancock 

A member of the Detroit Agency of 
the John Hancock Life produces over 
one-half million each year through the 
blotter system. Recently he closed an 
$80,000 partnership case on a law firm 
through serving them on_ his_ blotter 
route. People do not forget service; 
competitors could not touch the business, 
the blotters saw to that. French Pay- 
ton of the Des Moines Agency is now 
working the blotters with me. The first 
day Mr. Payton worked alone on blot- 
ters he put in five hours on three floors 
of one of the buildings that I had been 
working and had turned over to him. 
His remark when he came back to the 
office was, “I didn’t know there were so 
many good-natured insurance prospects 
in Des Moines.” 

The first year I worked the plan, out 
of $262,000 paid-for business $150,000 was 
on my blotter route. During the first 
three months of this year out of $154,000, 
$82,000 was on the blotter route. That 
was with life only. 

How He Uses Blotters 

Explaining the way in which he uses 
his blotter system, Mr. O’Connor says: 

“Let’s take the viewpoint of the pros- 
pect as you meet him. Jones is in his 
office. He is busy. Three or four life 
insurance salesmen call on him = each 
week. When you call he puts up the 
bars, “Another life insurance man!” You 
hand him a small blotter, explaining 
your service as an advertising method 
whereby you will call once a month (if 
you make the time between calls longer 
they'll forget you). You then ask if he 
can use a large desk blotter 19x24. Ex- 
plain that this is complimentary and that 
you will bring him one in two days. Take 
out your small note book, you have one 
for each building, enter the man’s name 
and mark for a large blotter. Upon your 
return with the large blotter he again 
puts up his guard and braces himself. 
You hand him the large blotter and walk 
out. This is a process of wearing away 
prejudice. He expects selling pressure. 
None comes and he picks himself up, 
figuratively, and looks around. The ques- 
tion comes to his mind, “Who is this 
man? Is he a salesman ? If so, why 
doesn’t he try to sell me?” The next 
month you repeat, small blotters one trip, 
orders for large blotters entered and de- 
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thirty-eight years of existence. 





The WESTERN AND SOUTHERN’S 
HALF-BILLION DOLLAR YEAR 


The incentive of reaching the mark of HALF-A-BILLION of 
life insurance in force during 1926 has accelerated production by 
The Western and Southern field force to such a degree that the 
Company is now experiencing the most prosperous period in its 


The Western and Southern Life Insurance Co. 


HOME OFFICE: CINCINNATI, OHIO 
W. J. WILLIAMS, President 














Agency Department, 








The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
77 Franklin Street, Boston. 

















livered later. Incidentally, you get his 
date of birth for your records. Next 
you learn of his family ties and re- 
sponsibilities either from the prospect or 
his secretary. Third, his hobbies and af- 
filiations; fourth, income and insurance 
carried, This method allows the entering 
wedge to be used so skillfully that the 
prospect's confidence is completely won 
without friction. He is ready and you 
are ready in from one month to three 
years, to present an insurance picture. 
Consciously, or unconsciously, he re- 


What's Ahead ? 


marks to himself, “Since this fellow is 
faithful in little things he can be trusted 
with bigger things. Since he is on the 
job steadily he is a permanent fixture 
in the business, and I'll give him my in- 
surance,” 

An agent old or new must be sold on 
the blotter plan. Sell him on working 
the plan over a three-year period. He 
1aust work it for three years. He is to 
bear the bulk of the expense himself 
by allowing the general agent an over- 
riding of five per cent. 


If the answer does not satisfy, learn the advantages of a 


contract with Fidelity. 


More than 36,000 direct leads a 


year from Head Office lead service. 
Fidelity is a low net-cost Company, operating in forty~ 


states. 


Full level ‘net premium reserve basis. 


Over 


$325,000,000 insurance in force—-growing rapidly. 
Write for our booklet ‘‘ What’s Ahead ?’’ 


The Fidelity Mutual Life Insurance Company 


WALTER LeMAR .TALBOT, Pravident 





PHILADELPHIA 

















American Central Life 


Insurance Company 


INDIANAPOLIS 


Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 














Paul Alexander Agency 
A Progressive One 


IT STARTS SCHOOL FOR AGENTS 





General Agent For Guardian Life Started 
Brooklyn Office Six Years Ago 
With One Employe 





One of the progressive agencies in 
Brooklyn is that of Paul Alexander, gen- 
eral agent for the Guardian Life. Mr, 
Alexander started this agency a few 
years ago with just a stenographer and 
himself as a nucleus, and today he has a 
flourishing organization and an agency 
staff consisting of thirty-five people. This 
was the first office of the Guardian Life 
to be established in Brooklyn. 

The paid-for business of this agency for 
the first nine months of the year is 50% 
greater than it was for the same period 
in the eden year. Mr. Alexander told 
The Eastern Underwriter the other day 
that he expects to do between two and a 
half and three millions of business this 
year. 

Prior to going to Brooklyn six years 
ago, Mr. Alexander was associated with 
the Fidelity Mutual of Philadelphia at its 
home oflice as agency supervisor for the 
Ieastern states. He has spent many years 
in the insurance business, and has a wide 
acquaintance among the members of in- 
surance fraternity. He understands how 
to teach and handle men. He retains 
the confidence of his agents and they are 
loyal to him. Upon several occasions men 
who left his organization have come back. 

Effective last Monday, a training school 
was started in the agency. Classes will 
be held each Monday for agents who de- 
sire to have instruction. Mr, He eige ae 
is to be the instructor, assisted by I. G 
Levinson of his staff. As time goes on, 
it is planned to bring in outside spe akers, 

The leading producer of the agency is 
Leon Alexander, brother of Paul Alexan- 
der, who has thus far paid for three- 
quarters of a million, a second 
place in the list of the Guardian’s pro- 
ducers throughout the country. He is 
striving to attain the million mark this 
year, and is confident that he will be able 
to make it. 

Among the producers in this agency is 
“Harlem Tommy” Murphy, who was 
featherweight champion several years ago. 





DANIEL W. BAKER PROMOTED 


The Reliance Life announces the ap- 
pointment of Daniel W. Baker as cashier 
of the Alabama Department with offices 
in sirmingham, Baker’s present ap- 
pointment is the result of many years 
connection with the company in which 


he began his business career in May of 
1913 as an office boy in the home of- 
fice. Two months later he was_ pro- 


moted to card writer and shortly after- 
wards made assistant to the cashier. 
Leaving the company in April of 1918, 
he enlisted as a seaman in the U. S. 
Navy for duty on the U. S. S. “Texas.” 
He was present at Scappa Flow when 
the German Navy surrendered to the 
Allies. Receiving his discharge in Jan- 
uary, 1919, he returned to the Reliance 
Life and ‘worked for about a year in 
a clerical capacity in the agency ac- 
counts department, when he left the com- 
pany to accept a position with the Trans- 
continental Oil Co. He later took a po- 
sition with the Union Trust Co. of Pitts- 
burgh and then became a_bond_sales- 
man with West & Co. in Philadelphia. 
He returned to the Reliance Life in Oc- 
tober, 1925, and accepted a position in 
the treasury department from which po- 
sition he was advanced to the cashier- 
ship of the Birmingham branch. 


NEW MEMBER OF BUREAU 


The Life Insurance Sales Research 
Bureau has announced the approval of 
the application of the Columbian Mutual 
Life Assurance Society of Memphis, and 
of which Lloyd T. Binford is president, 
for membership in the Bureau. ‘This 
company operated as an assessment com- 
pany until recently and then changed to 
a legal reserve basis in August of this 
year. This brings the Bureau member- 
ship up to the total of 97. 
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Book Increase His Income and Gen-ral Efficiency 





When 
senplug of the Shaw 
& Coughlin Agency, 
Connecticut General, 
first solicited the em- 
ployees of the Williamsport Wire Rope 


G. R. Has- 

Making Salary 

Savings Cases 
Grow 


Company, he took 73 applications for 
$195,500. The following table shows the 
increase month by month ever since and 
the present total: 


Date No. Applications Amount 
May 1926 73 $195,500 
June 1926 39 82,500 
July 1926 1 10,000 
Aug. 1926 +4 13,000 

Total 117 $301,000 


The explanation for this steady growth 
is simple enough. Mr. Hassenplug does 
not rely on a premium notice sent 
through the mail to keep Salary Sav- 
ings policies in force or to do additional 
selling. Every month he delivers the 
Salary Savings bill in person. It helps 
in three ways. 

1. He learns immediately who has left 
the company, and has plenty of time to 
follow them up and change policies to a 
quarterly basis within the grace period, 
or before policyholders have moved 
away. These do not show in the table 
above but they do show in the agent’s 
total business. 

2. He gets the list of new employees 
added during the month and tries to in- 
terest them at once in Salary Savings. 

3. He gets promptly the names of 
those people who have asked to have 
their insurance canceled. This is a real 
problem early in the case for the first 
deduction is likely to dampen enthusi- 
asm, particularly if the policyholder 
doesn’t thoroughly understand his pro- 
tection or if it isn’t suited to him in 
form or amount. A home _ interview, 
longer than is possible during working 
hours, will often fix things up, either 
through a change of plan or amount. 





J. L. Schwartz in 
the Kansas City Life 
Monthly Message, 
Getting Prospects tells how he secures 

a new prospect list 
occasionally and at the same time lifts 
himself out of a rut. “Take a bunch of 
cards and select some place, any place, 
in the city, (they are much alike any- 
Way ) and start taking insurance census, 
if you can think of nothing better to call 
it. Ask the women folks all about their 
fire insurance, life insurance, and if you 
find a man with only a thousand, or the 
lady hints that they expect to take more 
(she will be apt to tell you that if she 
doesn’t know you are in the business) 
make an X on that card. I know by 
actual experience that out of three hours 
of such work, I have closed $14,000 in 
two weeks with people I never knew 
were in the world before.” 


_ 


One Method 
Of 





Over 55% of all 

Likely Prospects life insurance writ- 
Age ten in this country 

Thirty to Fifty is on the lives of 
persons between 30 

and 50 years of age. “It pays, therefore, 
says the New York Life, “to look care- 
fully for a large number of prospects 
between these ages, as the chances for 
success are greatest between these 


limits.” These are the years of a man’s 
great productivity. They are also the 
years during which the need for life 
insurance is felt most keenly. They are 
the years in which men are most able 
to take insurance, and for the largest 
amounts. The psychological time to can- 
vass people for life insurance is when 
their age rate changes. The agent who 
goes to see a man at this time has a 
very powerful canvassing argument. And 
the approach is easiest then. So a very 
careful record of the dates of birth of 
every prospect, as well as of every pol- 
icyholder, should be kept. In this way 
it will be only a short time until you 
have a fine daily list of prospects whose 
ages are changing, each presenting to 
you points of contact that are valuable. 


One of the most 


Know When important things to 
To know about driving 
Stop Talk an automobile — is 


how to stop it, says 
“Nuggets.” The same thing applies to 
a life insurance sales talk. It is impor- 
tant to know how to stop, but it seems 
to us that it’s more important to know 
when to stop. The only time you drive 
through or past your destination is when 
you don’t know your're there. If you think 
you’ve reached your destination, you ask. 
We don’t mean to quibble or cavil over 
terms, but it’s of little avail to know how 
to stop if you don’t know when to stop. 
—Points. 





The executive 
Selling Insurance manager of the Na- 
tional Association 
of Credit Men, J. H. 
Tregoe, in an inter- 
view with Forbes on the subject “Your 
business—How to steer clear of bank- 
ruptcy,” (what business man isn’t inter- 
ested in that!) says: “If I were listing 
points in regard to a clean record, [| 
would include five—l. Pay promptly. 2. 
Keep your word. 3. Provide adequate 
insurance. 4. Establish a record of thrift. 
Play fair. Isn’t it the fault of the 
life insurance agent if he doesn’t present 
this matter so clearly, that every busi- 
ness man will feel that life insurance 
can help him to carry the load. Sell 
insurance to the business man as one of 
these five credit points. In other words 
from his point of view—not yours. That’s 
fundamental.—The Field. 


Business Men 





WILL NOT PUSH ACTION 


Commissioner Olaf H. Johnson, of the 
Wisconsin Department of Insurance, 
who recently made an important state- 
ment in connection with certain group 
insurance policies in force in this state, 
has supplemented this with an announce- 
ment that unless a specific and formal 
complaint is filed with his office, no ac- 
tion will be taken to determine whether 
or not these group policies violate the 
state insurance laws. 

According to Commissioner Johnson’s 
statement, there are no such policies in 
force which violate the state laws, as all 
the policies submitted for approval com- 
ply with the law. Men writing group in- 
surance in Milwaukee are refraining 
from comment on the situation. Mean- 
while they await instructions from their 
home offices. 


SELLS HORNSBY $100,000 





R. C. Newman, Big Missouri State Life 
Producer, Signs Up Victorious 
Cardinal Manager 

Robert C. Newman, leading producer 
of the Missouri State Life, who sold 
$1,000,000 of insurance during’ September, 
indicated his ability to capitalize the psy- 
chological moment when he signed up 
Rogers Hornsby, manager of the St. 
Louis “Cardinals,” for a $100,000 policy 
on the day that Hornsby’ s team won the 
National League pennant. 

Mr. Newman, a native of St. Louis, 
started his insurance career with The 
Prudential back in 1911. He was the 
first St. Louis agent to write an appli- 
cation every day for a month. Becom- 
ing the Missouri State Life’s leading pro- 
ducer in 1920, he has remained at the 
top ever since and has been in its mil- 
lion dollar paid-for class for many years. 





One person dies of illness 
seconds; 120 every hour; 
1,051,200 every year. 


every 30 
240 every day; 





OUTLIVING EXPECTATION 


John A. Stewart’ s Policy Paid Up When 
He Reached Age of 96, Which 
Was Six Years Ago 

Does any one live to be 96 years old 
and get a paid-up ordinary life insur- 
— policy for that reason? Occasion- 
ally 

That veteran financier, John A. Stew- 
art, former president of the United 
States Trust Co., and still living at the 
age of 102, was paid for his ordinary life 
policy in ‘the Equitable Life Assurance 
Society six years ago. 

The oldest living” Equitable Life poli- 
cyholder is a clergyman ry living in 
Connecticut at the age of 89 








TO REPRESENT JOHN HANCOCK 


Fred M. Kline, former dean of Tabor 
College, Iowa, has been appointed rep- 
resentative in Southwestern Jowa and 
Eastern Nebraska for the John Hancock 
Mutual Life. He will make his head- 
quarters at Council Bluffs, Iowa. 
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AN INVESTMENT IN HAPPINESS 


—is a connection with the 


Philadelphia Life Insurance Company 


Joy comes from: 
Having the Thing That Will Sell—we have a great variety of policy 
contracts with very liberal features. 
Home Office Co-operation. You'll get it. Every help to help you sell. 
A Lifetime Connection. Agents have been with us 10, 15 and 20 years. 


111 No. Broad Street, Philadelphia, Pa. 


A. M. HOPKINS, Manager of Agencies 




















NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 






















have confidence and pride. 


bers—the proving test. 


contented field workers. 


justified. 


and for themselves. 








34 NASSAU STREET, 


A LOYAL, EFFICENT AGENCY CORPS 


Back of the success of a life insurance company is a 
force of enthusiastic men and women in the field, following 
a vocation they like and serving a company in which they 
Their value to their respective 
communities and their own individual success stand upon 
the service their company renders to its constituent mem- 


The Mutual Life of New York, the first American legal 
reserve mutual life insurance company, has for eighty-three 
years met the proving test of service to its members. To-day, 
this Company’s high prestige accorded to public service and 
achievement is upborne and carried on by loyal, efficient and 


They have unsurpassed contracts and facilities to offer 
to their public—all standard forms of insurance (ages 10 
to 70) and annuities, both for men and for women; Disability 
and Double Indemnity Benefits; policy loans in branch agen- 
cies, and all other features of service the Company deems 


They take a pride in building greatly upon a great past— 
a loyal, efficient agency corps successful for the Company 


Those who contemplate life insurance field work as a 
vocation are invited to write to 


The Mutual Life Insurance Company 
of New York, 


NEW YORK, N. Y. 
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Why Batates Bistidike i in 1 Value T 





By George 


The writer of this article is one of the 
most distinguished members of the New 
York bar, a former district attorney and 
a member of the legal firm of Battle, 
Vandwer, Levy & Van Tine, New York 
City 

Every lawyer is familiar with the fact 
that the net value of an estate is almost 
invariably much less than the decedent 
thought that it would be. This is due 
to a number of causes: 

In the first place, we are 
sanguine and we are prone 
that our property possesses 


naturally 
to believe 
a greater 





GEORGE 


GORDON BATTLE 


value than is proved by the result. Then 
there are always unexpected and urgent 
expenses. For example, when a= man 
dies, his estate is usually lable for the 
income tax upon his income for the last 
year. This is a dead loss, because, of 
course, his earning capacity has ce ased 
with his death. Then, too, there are fre- 
quently more and heavier taxes than he 
had expected, because of the fact that 
under modern conditions estates are fre- 
quently subject to taxes in different 
states and sometimes in foreign coun- 
tries. Also it is not uncommon for the 
dependents of an estate to absolutely re- 
quire immediate assistance. 

In order to meet such contingencies 
as I have indicated, a forced sale of se- 
curities or other property of the estate 
must frequently be made, with the re- 
sultant sacrifice of values. I have in 
mind an estate, with which I had to do, 
in which the testatrix believed that she 
was worth at least two million dollars, 
while, as a matter of fact, the net value 
of her estate was hardly a tenth of that 
amount, after paying all charges of every 
character. Frequently, these overesti- 
mates of value and unexpected shrink- 
ages cause very tragical and pitiful sit- 
uations to those who are involved. 

Against such eventualities a substantial 








R. L. BROWN AGENCY MOVES 

The Robert L. Brown Agency of the 
Columbian National Life are now located 
in the Chamber of Commerce Building, 
80 Federal Street, Boston. For over six 
years the agency has been occupying 
space in the Home Office Building, but 
due to the growth of the various com- 
pany departments, larger + arters were 
necessary. Assisting Mr. srown in the 
development of the company’s business 
are Rudolf H. Beck, formerly of the 
Metropolitan Life Insurance Company, in 
charge of the Life Department, and Al- 
bert H. Moore, who has recently come 


from the Massachusetts Accident Com- 
pany, to supervise the 
Health Department. 


Accident and 


Gordon Battle, 


New York 


insurance, payable to the estate, is the 
best protection. The proceeds of such 
a prolicy paid in cash promptly upon the 
death of the decedent solves many prob- 
lems, prevents forced sales, aids the im- 
mediate necessities of dependents, and in 
every way enhances the value and facili- 
tates the administration of the property. 

It is a wise and businesslike precaution 
to take out such an insurance policy. 


EMERY MADE SUPERVISOR 


Guy G. Emery, who recently resigned 
as state manager of Oregon for the Cali- 
fornia State Life, 
agency supervisor of the 


has been appointed 
Montana Life 
for the northwest territory embracing 
the states of Oregon, Washington and 
Idaho. Mr. Emery assumed his duties 
on October 1, and will make his head- 
quarters in the office of the Sam H. 
Cox general agency in the Spaulding 
Building in Portland. Prior to his con- 
nection with the California State Life, 
he was associated with the Western 
States Life for a number of years. 
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Industrial Life Insurance— 


Ordinary Life Policies— 


The Colonial Life Insurance Company of America 


Especially Attractive and Favorable to the Insured. 


All forms of Life, Limited Payment and Endowment, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 





Geo. T. Smith, Vice-President E. 
Chas. F. Nettleship, 2nd Vice-President 








Officers 
J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
R. Drown, Secretary 
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ESTABLISHES NEW AGENCY 

The Ohio State Life this week an- 
nounced the establishment of an agency 
in Cincinnati. It will be loacted at 309 
Second National Bank Building and will 
Mauk, who 
Mauk 
formerly was field manager for the In- 


be in charge of Ernest P. 
has been appointed manager. Mr. 


terstate Business Men’s Accident Asso- 
ciation. President John M. Sarver of 
the Ohio State Life also announced this 
week the addition of six members to the 
roll of the Hundred Thousand Club of 
the company. They are Manager L. A. 
High and J. C. Rogers, Columbus; R. J. 
Stough, Cleveland; T. S. Holcomb, 
Charleston, W. Va.; H. B. Herron, New- 
ark and FE. Sinkle, Huntington, W. Va. 


MEET AT FALLS 

Prudential agents from Western and 
Central New York, Northern Pennsyl- 
vania and Canada, attended the conven- 
tion held in the Hotel Niagara, Niagara 
Falls, last week. President Edward D. 
Duffield and Vice-President Col. Frank- 
lin D’Olier were among the 400 in at- 
tendance. Charles K. Rockwell, president 
of the Chicago School of Life Insurance, 
and trustee of the University of Pitts- 
burgh, was one of the speakers. Ses- 
sions were featured by npr ational talks. 


M Lee Alberts is leading the Equitable 
Life Assurance Society in group produc- 
tion. 
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teenth in the Nation. 


It’s The Men 
In An Institution 
That Make It 


OE MAN may visualize but men must visualize. 
an institution the result of one man’s effort — it takes a 
great leader with an organization of real men to build up a great 


The Missouri State Life Insurance Company is just such an 
institution. Its marvelous success is the result of vision on the 
part of its management plus the vitalizing cooperation of a loyal, 
hard-hitting field force. 


The Missouri State Life is proud of its men. Careful in its selec- 
tion, its roster is made up of the best in the business. 
themelves of the help extended and the training given through 
the Company’s Educational Courses, they are successful pro- 
ducers of volume business. 


That’s why the Missouri State Life is today the largest insurance 
company in the Southwest, second largest in the West and nine- 
why its volume of insurance in 
force has grown from a little over one hundred million dollars 
ten years ago to over six hundred and twenty-four millions 
today! It’s the men in the institution that are making it grow— 


A great Company daily growing greater! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. Singleton, President 
Accident’ - 


That’s 


Home 


Health 


Seldom is 


Availing 


Office, Saint Louis 


- Group 
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How Shore Meetings 
Impressed A Company 

NEW ENGLAND MUTUAL VIEWS 

Thinks Addresses Were Far Above 


Average: Praises Program Chair- 
man; Discusses Convention Costs 








Those who attended the recent con- 
vention of the National Association of 
Life Underwriters are still discussing it 
and with great divergence of opinion. 
Herewith are the views of the New Eng- 
land Mutual, which company was rep- 
resented by Glover S. Hastings, Dr. W. 
H. Hazard and others: 
National 
tion of Life Underwriters deserve great 
praise for the very successful annual con- 
vention held at Atlantic City in Septem- 
ber. The surroundings lent interest and 
cven charm to the meetings, which were 
held far from the beach, at the extreme 
ocean end of the great Steel Pier. There, 
only the rush and tumble of the waves, 
knocking themselves to pieces on the 
piles underneath, broke the silence out- 
side the hall. It was a rarely suitable 
locale for the sessions. 

Not only do the officers of the Asso- 
ciation in general merit praise, but in 
particular, Hugh D. Hart, of New York, 
for the unusually strong programme, 
which, as chairman of the Programme 
Committee, he built up. 

The full details of the meeting are even 
now being published in the insurance pa- 
pers. This leaves us free to make two 
or three comments without any attempt 
at reporting. 

The Attendance 

In the first place, the small attendance, 
probably not over 1,500, raises the ques- 
tion of the present value of these nation- 
al gatherings. The aggregate expense 
of all those in attendance, plus the in- 
escapable cost of the convention itself, 
must have been enormous. 

It is undoubtedly true that the great 
success of the local one-day sales con- 
gresses has eaten into the popularity of 
the national gathering. Why shouldn't 
they supplant it to a very real extent? 
Isn’t it easier to bring Mahomet to the 
mountain, than to take the mountain to 
Mahomet—especially when he himself 
usually does not live in the convention 
city any more than he does in the con- 
gress city? life insurance men are by 
no means “fed up” on such gatherings. 
They hunger for the food given by such 
speakers as made the Atlantic City ses- 
sions so interesting 

On the other hand, the national body 
must meet, and it must therefore select 
a place in which to meet. The insur- 
ance men of the city chosen receive a 
very real benefit from the immense 
amount of free advertising that their 
business receives locally, while the city 
is benefited in numerous ways from serv- 
ing as the theatre of such a gathering. 


The officers of the Associa- 


“were de trop. 


The stimulus to both is positive, and the 
profits to both are considerable. 

Nevertheless, it is a fair question 
whether it would be a cause for deep 
regret if the personnel gradually shrank, 
as time went on, to the Association’s 
officers and the agents of the convention 
city and relatively nearby places; espe- 
cially if, concurrently, the annual sales 
congresses in large centres were devel- 
oped to a point of still further power 
and utility. Certainly several of these 
sales congresses have drawn larger at- 
tendances than did Atlantic City. 

The great value of these national con- 
ventions, of course, is twofold: the pleas- 
ure of meeting personally men from all 
parts of the country who are leaders in 
their respective fields; and the privilege 
of listening to speakers of the extremely 
high calibre who are available for such 
important occasions. 

Discusses “Academic” 

Meetings 

And this brings us to our final com- 
ment. One of the insurance newspaper- 
men described the meetings as “academ- 
ic.” We think him unfortunate in his 
adjectve. If he meant by it that the 
meetings resembled a lecture in a col- 
lege class room, because there was al- 
most no discussion of the papers from 
the floor, his choice of a word is not 
open to criticism. There was very little 
of such discussion—because there was 
neither time nor occasion for it. The 
programme was too full, and the papers 
too far above the polemic or controver- 
sial line to call forth discussion by the 
listeners. 

On the other hand, if he meant by 
“academic” what is usually meant in such 
a connection, that the papers were writ- 
ten according to scholastic rules, cus- 
toms or usage, so that they were formal 
and conventional, as opposed to practical 
and living—we cannot agree with him. 
The papers did not follow the scholastic 
formula and traditon; they did not put 
the rigorous technique of an institution 
of learning before fulness and freshness 
of thought, and richness and strength of 
expression, and relevancy and vitality of 
message. Far from it. 

No Babbitry 

Neither were thev in any proper sense 
of the word “high-brow.” But many of 
them were full of solid meat; they were 
calculated to promote progress. Such 
did “mae you think,” they did not bore 
you with verbosities and tiresome efforts 
at “smartness.” Oratory and “old stuff” 
Babbitry was conspicuous 
by its absence. We are less deferential 
to platitudes and the platitudinous than 
we used to be. Those who don’t like to 
think, who rebel at the effort to close 
mental attention, but expand under ho- 
kum and cheap banalities—they surely 
were out of luck! The intellectual plane 
of the outstanding addresses with their 
marked coherence of thought and grace 
of form, was about what you would find 
at an annual meeting of the American 
Bar Association. This was a compliment 
to the audience and a credit to the great 
institution that it represented. And this 
tribute to the intelligence and earnest- 


Character of 





ness of the audience made one proud to 
be a part of it. 

Finally, five addresses were delivered 
to which we call your special attention 
when you receive the verbatim reports in 
the next number of “Life Association 
News.” Don’t miss reading and master- 
ing every one of them. The selection of 
these five reflects no disparagement 
whatsoever on the other addresses. It 
means merely that these happen to have 
been in the opinion ‘of most of their 
hearers, the high-points of the conven- 
tion: first, President Kingsley’s, of the 
New York Life; second, Vice-President 
Hurrell’s, of the Prudential; third, Dr. 
Van Arsdale’s, of the Equitable; fourth, 
Dr. Frankel’s, of the Metropolitan; and 
fifth, Professor Huebner’s, of the Uni- 
versity of Pennsylvania. These made a 
brilliant galaxy. For securing them, and 
all the others who contributed so gen- 
erously to our satisfaction and benefit, 
we thank heartily the able officers of 
the National Association. 


MONEY-MAKING SALES TALKS 
L. E. Simon to Speak at Opening Ses- 
sion in Guardian Life’s Phila. 
Agency Offices 
Lawrence FE. Simon, of New York City, 
leading producer for the Massachusetts 
Mutual, will be the speaker this evening 
at the initial meeting of the “18 Money- 
Making Sales Talks” being conducted by 
Jack Berlet in the Philadelphia Agency 
offices of Guardian Life. Independent 
life insurance writers and representatives 
from general insurance offices in_ the 
Philadelphia district will be in attend- 
ance in addition to general agent Ber- 
let’s own staff. The meetings will con- 
vene at 5:20 P. M., and adjourn at 6:10 

P.M. 

Lawrence Simon eleven years ago was 
a clerk in the office of the New York 
Agency of the Massachusetts Mutual. 
Last year he produced a total of $4,200,- 
000 in all companies and for the past 
several years was national leader of 
Massachusetts Mutual, usually producing 
in that company approximately $2,250,- 
000 in the Club Year. 

The eighteen sales talks will be given 
Tuesdays and Fridays of each week for 
nine weeks. Subsequent meetings will 
be addressed by James A. Fulton, of 
Wilmington, Del., vice-president of the 
Continental Life of Wilmington; J. Wil 
liam Clegg, of Philadelphia, former pres 
ident of the National Association of Life 
Underwriters; Nelson M. Way of the 
McNamara Guardian Organization in 
New York City; J. Renwick Montgom- 
ery, Philadelphia manager for Phoenix 
Mutual; James Elton Bragg, vice-presi- 
dent of Manhattan Life; James M. 
Stokes, of Philadelphia, a leading Mutual 
Benefit producer; Ernest B. Houghton, 
Guardian manager at 
York, who produced 690 applications in 
October 1925; James M. Tyson, formerly 
president Harrisburg Life Underwriters, 
now associate general agent in Philadel- 
phia for Equitable of Iowa; William N. 





Rochester, New 


Compound Interest 
And Annuity Tables 


NEW BOOK BY F.C C. & M. E. KENT 





Published by RivGeene Hill Book Co.,, 
Inc.; Extends Interest Functions 
to Ten Decimals 





To meet the growing demand for 
tables that will simplify the solution of 
problems in finance and yield accurate 
results, Frederick C. Kent, associate 
professor of mathematics, Oregon State 
College, and Maude E. Kent have written 
a book bearing the title, “Compound In- 
terest and Annuity Tables,” which is 
published by the McGraw-Hill Book 
Company, Inc., 370 Seventh Avenue, New 
York City. 

In this important statistical volume 
values for all of the compound interest 
functions have been extended to 10 deci- 
mal figures. To secure the greatest pos- 
sible accuracy to the last decimal figure 
retained, the computations were carried 
out to 15 decimal figures. The use of 
such table values insures greater accu- 
racy than is otherwise obtainable. This 
constitutes a special feature of the book. 
The inclusion of values to 300 years or 
interest periods for certain rates in- 
creases the adaptability of the tables to 
conditions now prevailing in the business 


‘world. 


For rates not included in the tables, 
values of the compound interest func- 
tions may be found by interpolation. Re- 
sults are more readily obtained in this 
marner than by the use of logarithms. 
When the computations are based upon 
10-place tables the results obtained will 
be found accurate to at least the sixth 
decimal figure. An explanation of in- 
terpolation when applied to the compu- 
tation of the values of the compound in- 
terest functions and the limitations to be 
ebserved in its use will be found in the 
introduction. The reliability of results 
determined by interpolation from 10- 
place tables is of particular value to 
those not familiar with logarithmis 
computations, 

The tables are also ‘intended for use 
in college classes in finance and in con- 
nection with a textbook. To facilitate 
this purpose they are included in the re- 
vised edition of the “Mathematical 
Principles of Finance.” For those who 
may be unfamiliar with the use of such 

ables, illustrative problem — solutions 
showing how each of the tables may be 
used are given in the introduction. Loga- 
rithmic tables have been included for 
those who may wish to use them. 








Compton, large personal producer in New 
York City; A. A. Custard, Philadelphia 
manager for the National City Company; 
N. E. Ellsworth, of Washington, D. C., 
superintendent of agents for Acacia Mu- 
tual; J. C. McNamara of New York City, 
and others. 








long, clean drive of a pinch hitter. 


ance Company. 


its agents that it pays to 


| PINCH HITTERS 


The dope on more than one World Series has been upset by the 


Just as effective in its place is the work of the life insurance sales- 
man who is prepared to deliver the goods every time he faces 
Careful selection of agents and thorough training of those placed 
under contract is the plan followed by The Lincoln National Life Insur- 


The effectiveness of Lincoln National Life cooperation has convinced 





Ss a prospect. 














Lincoln Life Building 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


More Than $435,000,000 in Force. 


Fort Wayne, Indiana 
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Pennsylvania 











Provident Mutual 


Life Insurance Company of Philadelphia 





The Provident has worked out a practical plan 
by which the Home Office, through an Edu- 
cational Supervisor, is assisting in the devel- 


opment of new agents. 








Founded 1865 
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N. Y. Managers’ haut to Coffin 


(Continued from page 1) 


with the aims of their predecessor, Dr. 
Griffin M. Lovelace. 
Dr. Lovelace Praises Coffin 

Dr. Lovelace, who was the next speak- 
er, told how he had come to New York 
rather frightened by the reputation the 
city had for traditional coldness and a 
little bit awed by the general agents 
with whom he would have relations as 
they represented some of the biggest of- 
fices in the United States, but it was 
gratifying to experience the cordiality 
with which he had been received and 
the pleasure it was to work with a group 
of insurance men whose ideals were so 
high and who had so much at heart the 
elevation of the life insurance profession. 

Speaking of Mr. Coffin he said that 
he had been greatly impressed by him 
from his first contact which was in the 
initial class at Carnegie Tech. Mr. Cof- 
fin had been associated with him in six 
of his summer courses and in his opin- 
ion had the ideal qualities for the work 
of running a life insurance school. Dr. 
Lovelace continued, saying it is not so 
hard to find men who are competent to 
teach if they stand out in the footlights 
or with a spotlight upon them, but that 
the man who is willing to do the drudg- 
ery and the routirie in obscurity is rare. 
He said that such a man is Mr. Coffin 
—a hard worker, modest, an able teacher 
and always willing to work. 

Dr. Lovelace also had kind words to 
say of Ralph Engelsman who is twenty- 
eight years old, eight years in the busi- 
ness, successful and clever as a te acher, 
and a man who understands the prob- 
lems of those he has instructed. 

George W. Johnston told of the 
changed attitude in the sentiment of the 
life insurance community relative to the 
school idea. Four years ago when the 
school started there were some who 
shrugged their shoulders. Fortunately, 
there had been chosen the right man to 


put over a_ school—intellectual, high- 
minded, one who knew the life insurance 
business from the inside. That was Dr. 
Lovelace. Now, he said, the experience 
of the general agents, certainly of the 
Johnston & Collins office, is that men 
trained in life insurance schools are 
much better agents than before they 
went. Thus there is a new concept to 
life insurance selling. It is a more prac- 
tical and scientific way of conducting the 
business. 

Mr. Johnston congratulated Dr. Love- 
lace on his New York Life connection, 
speaking most highly in praise of Dar- 
win P. Kingsley whose address in At- 
lantic City at the convention of the Life 
Underwriters’ Association he designated 
as the most remarkable document of its 
kind he had ever read. He said he had 
raised life insurance to a new plane and 
every time he perused the address he 
got something new out of it. 

During his talk he referred to Mr. 
Kingsley as “the greatest life insurance 
man in the world.” 


As to Dr. Lovelace he said he had 
taught the insurance world that life in- 
surance requires education; that the 
higher the education the broader the 
service, 


Expects Much of N. Y. University 

Charles B. Knight of the Union Cen- 
tral told of the practical results of the 
school at New York University. The re- 
sults were so good, he said, that he had 
decided to let that university educate 
his men and there is now an alumni as- 
sociation of twenty-seven New York 
University men in the Charles B. Knight 
agency. He hoped eventually the num- 
ber would be a hundred. He stated that 
he had written to other general agents 
about the school and had received let- 
ters from Denver, South Carolina and 
Dallas, Tex., from general agents say- 


ing they would send men to the New 
York University school. 

Julian S. Myrick discussed the high 
character of the New York University 
school, saying that managers could send 
agents there and know that the men 
would learn not only insurance but 
ethics. 

William F. Atkinson said that fifteen 
out of seventeen men he had sent to the 
school had made good. He said he 
thought that such schools as that at New 
York University were essential as the 
general agents of the country were not 
educating their agents as they should 
and few companies have schools. He 
had written a number of companies and 
was surprised to find so few were edu- 
cating their agents very much. 

Graham C. Wells, T. R. Fell and Ralph 
FEngelsman were others who spoke at the 
luncheon. 





APPOINT DISTRICT AGENT 


Graham & Luther, general agents of 
the Aetna Tife in Brooklyn, have ap- 
pointed Charles B. O’Connell district 
agent at Great Neck, Long Island. This 
is in line with their policy of gradual 
expansion in the Long Island territory. 
The appointment of Mr. O’Connell is 
the first of three to be made during the 
next few months by the agency, which 
has been in business less than a year. 
It is planned to have the next men ap- 
pointed to Patchogue and Riverhead. 
Still later, additional district agents will 
be named for intermediate towns. 

Mr. O’Connell will assume his new 
duties some time this week. He is at 
present connected with another company 
with which he built up a first-year pro- 
duction record of $500,000. 





T. J. McSweeney, honorary president 
of the Life Underwriters’ Association of 
Canada. who recently celebrated his 
twentv-fifth anniversary with the Lon- 
don Life, has been placed in charge of 
that companv’s new industrial office re- 
cently opened in Toronto, Canada. 


POLICYHOLDERS REINSURED 





Speedy Law Enforcement by State De- 
partment of Niagara Life Affair Pro- 
tects Ten Millions in Life Insurance 
Vigilance that prevented the looting of 

the Niagara Life and speed in law en- 

forcement that protected ten million dol- 
lars in life insurance held by six thou- 
sand policyholders are revealed by the 
final report of James A. Beha, State Su- 
perintendent of Insurance, filed last 
week with the County Clerk at Buffalo. 

The Niagara Life was a domestic life 
insurance company with home offices at 

Buffalo. The Insurance Department 

commenced its proceedings to liquidate 

when it was discovered in January, 1923, 

that stock control of the company had 

passed from stockholders in Buffalo to 

Joseph B. Marcino, and his relatives, of 

Chicago, and that shortly after the 

change of control $100,000 of the funds 

of the company was deposited in a small 
bank in Philadelphia, also owned and 
controlled by Marcino and others. He 
attempted to stave off the court action 
when he found he was being checked 
up by the Insurance Department but an 
order from the Supreme Court in Buf- 
falo authorizd the Superintendent of In- 
surance to take possession of the com- 
pany and reinsure the policyholders. 
The report shows that every policy- 
holder that could be located has been 
transferred to and their insurance con- 
tinued by the Metropolitan Life and that 
the general creditors have received 100 
cents on every dollar of debt. According 
to life insurance experts the 100 per cent. 
transfer of the policyholders is the first 
time such a feat has been accomplished 
and the speed with which the Insurance 

Department effected it and paid all debts 

in full makes a record in the insurance 


field. 

















ture death. 


FREDERICK H. ECKER, Vice-President 


PROTECTION=HUNGER 


EVEN-TENTHS of the families in America are dependent on 
wages, and the fathers and mothers live in constant dread of 
sickness, injury, unemployment, impoverished old age, and prema- 
That they hunger for protection from these calami- 
ties is proclaimed by the billions of industrial insurance in force. 


Those who are hard pressed, especially, realize that insurance 
has developed into something more than mere indemnity. With 
its nurses dotting the country, its safety engineers clearing away 
the dangers to life and limb, its medical men and welfare work- 
ers steadily extending the life-span, 
truth, protection. 


insurance is now, 


METROPOLITAN LIFE INSURANCE COMPANY 


HALEY FISKE, President: 


in very 
And so, for the wage earner, it is neither a lux- 
ury nor even a debatable purchase; it is a vital want. The insti- 
tution that enables him to meet that want, renders him a valuable 
service. 
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Advertising Talk 
On Life Insurance 


AD SHOULD MAKE APPEALS 
There Is Not Enough Publicity to Make 
Impression, Says Winslow Russell, 
Phoenix Mutual 





At the Second District convention of 
the International Advertising Associa- 
tion, held at Lancaster, Pa., last week, 
Winslow Russell, vice-president of the 
Phoenix Mutual Life, gave an interest- 
ing advertising talk on “Putting Life 
Into Life Insurance.” This topic has 
long been a questionnaire for life insur- 
ance buyers and Mr. Russell spoke 
frankly and to the point. In part he 
said: 

“Can advertising then be prepared in 
ways which will grip readers as so many 
pages of our newspaper and magazine 
advertising do? We think that such a 
plan is easily possible. 

“In reviewing the pages of one of the 
most popular monthly magazines for Oc- 
tober, we are impressed by the method 
employed by most of the national adver- 
tisers. Its appeals are filled with posi- 
tive assurance of pleasure if we will but 
indulge ourselves in their wares. Let us 
review some of these announcements. 
Upon the back cover we see a gold seal 
rug displayed in a beautiful room, and 
beneath the picture we read ‘Everyone 
admires the Holland design” ‘Turning 
over a page we see a luscious box of 
candy surrounded by a bouquet of flow- 
ers, and beneath it ‘Here’s candy glori- 
fied.’ Opposite is a fine looking fellow 
with a little machine that seems to be 
running itself, and the fellow is smiling. 
Above the ad appears ‘Beautiful sanitary 
floors at low cost and upkeep.’ Very 
soon we learn of a shaving lotion, and 
under a smiling face are the words, ‘Cool, 
refreshed—velvet smooth.’ Then a lead 
paint manufacturer says, ‘Let it rain. 
Lead paint sheds water like a duck’s 
back.’ Another fine looking fellow gets 
‘Restful sleep that invigorates’ by tak- 
ing a tonic. And a happy nag is 
being told by a charming wife, ‘They’ve 
tripled your salary, dear’—all_ because 
the thoughtful husband has taken a cor- 
respondence study course. Practically 
every piece of copy makes a happy ap- 
peal. . ; . 

“There is no place in the mind of the 
present day American buyer for gloom. 
Hearses and mausoleums and cemetery 
lots and caskets may be all right in 
trade journals but not for buyers to see. 


American Dollar Age 


“The American dollar is living in its 
greatest competitive age. There are 
more attractive ways of spending it than 
ever before in history. Not necessarily 
wasteful spending either. 

“To place before the American people 
our story of the insuring possibilities of 
life values has many fascinations in it. 
The industrious father would like to see 
a picture of the two year old son when 
he becomes eighteen walking through 
the gates of the college Dad graduated 
from—and be assured that nothing 
would prevent that boy having such an 
opportunity. 

he newly married couple would get 
a thrill from a picture of that home that 


could be assured of a canceled mortgage 
through the thrift of a mortgage lifting 
policy of insurance. 


“The man of thirty likes to see a pic- 
ture of himself at sixty-five receiving 
each month the reward of his earlier life 
work in the check which the insurance 
company mails im with great regularity. 
Even the picture in his mind of an un- 
timely death can be turned into life in 
advertising copy by showing the peace of 
mind that he receives through assurance 
that nothing can prevent the carrying 
through of his life plans for the wife and 
children and the home.” 





THE STETHOSCOPE 

“The Stethoscope,” the house organ 
of the J. C. McNamara Agency of the 
Guardian Life, is one of the cleverest 
and chattiest papers published anywhere 
in the life insurance business. It is well 
printed and is full of verve and sparkle. 
The “Periscope” column of personalities 
is eagerly read by the agents each 
month. Recently the “Stethoscope” has 
assumed a literary tone in paraphrasing, 
in life insurance terms, lines of the great 
poets. Here is how Shakespeare, im- 
mortal bard, and Longfellow were para- 
phrased last month: 


“The Insurance that men have lives after 
them; 

Their salaries always are interred with 
their bones.” 

And that made Wallace Cox, of Cox 
& Cox, Inc., insurance brokers, No. 34 
Pine Stre et, recall a contribution he once 
made to F. P. A’s column, “The Conning 
Tower,” as follows: 


“Wives of great men all remind us, 
Life insurance is the thing 

That is best to leave behind us. 
Got enough? Give me a ring.” 


COLUMBIAN AGENCY CHANGED 

The Columbian National Life of Bos- 
ton announces that J. Henry Waldman 
and Arthur Johnson, who have become 
associated under the firm name of Wald- 
man & Johnson, will represene them as 
general agents in New York. The new 
partnership succeeds Albert H. Jones in 
the office which has been maintained for 
several years by the company at 50 Fast 
Forty-second Street, New York City. Mr. 
Jones recently joined the staff of Frank 
Adams, general agent for the Mutual 
Life of New York. 

Both these men have had considerable 
experience in the field of life insurance. 
Mr. Waldman was formerly connected 
with the Newark agency of the Colum- 
bian National Life. Mr. Johnson has for 
the last two years been associated with 
William M. Carroll, Jr., general agent of 
the Berkshire Life in New York. 





ADMITTED TO CONNECTICUT 

A license has been granted the Mon- 
arch Life of Springfield, Mass., to trans- 
act business in the state of Connecticut. 
Organized only a year ago and licensed 
by Massachusetts early this year, this 
company confines its writing altogether 
to Masons. 





HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
PRANK J. HAIGHT, President 
INDIANAPOLIS 
Denver Des Moines 


Omaha 























Is your client 
Interested 
In lower rates? 


Write it in the Aetna 
Call 
GRAHAM and LUTHER 


Triangle 7560 176 Montague Street 
General Agents Brooklyn and Long Island 


AETNA LIFE INSURANCE COMPANY 
“A POLICY FOR EVERY NEED” 














FIRM as the 
RUGGED COAST of MAINE 
Enduring—Substantial—Dependable, 


England conservatism, and too, 
ness with,” 


with New 
“easy to do busi- 
whether as Agent or Applicant. 
UNION MUTUAL LIFE 
INSURANCE COMPANY 








PORTLAND, MAINE 














BUSINESS OF 1925 


..$117,647,000 
. $13,691,000 





Insurance in Force 


. $857,429 816 
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Increase over 1924 


weeeees $76,344,849 


New England Mutual Life Insurance Co. 


Boston, Mass. 
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ONWARD MARCH—1925 


Total of Paid-for Business 
1924 . - . -  $134;242,954 
1925 - - . . 157,045,211 





BANKERS LIFE COMPANY 
G. S. NOLLEN, President 
Des Moines, Lowa 
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MUMMERS cia llectcd cess dicinneee 
Capital and Surplus 
Insurance in Force.......... 
Payments to -Policyholders.. 


ee 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to gies, 000.00, 
with premiums payable annually, semi-annually or quarterly, and INDUST 
Policies up to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, a 





Total Payments to Policyholders Since Organization 
JOHN G. WALKER, President 


+ $46,562,667.40 
39,940,092.25 














Celebrating 


75th ANNIVERSARY 


DIAMOND JUBILEE YEAR 
Seventy-five Years of Service to Policyholders New Policy Forms 
New Added Features to Our Policy Contract 
Berkshire Life Insurance Co. 


Incorporated 1851 

















PITTSF ELD, MASSAC SASETTS 











. RHODES, Presiden 
“OPENING MiLWAYs FOR RIGHT MAN 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business, 86 
Fulton Street, New York City. Clarence 
President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 


Axman, 


newspaper. Telephone numbers Beek- 
man 2070. 
Subscription Price $3.00 a year. Single 


copies, 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








INSURANCE JOINS WAR ON 
DANGEROUS DRUGS 

Not the least interesting action of the 
recent convention of the International 
Marine Insurance Union was the positive 
action the Congress took in the interna- 
tional warfare against opium and other 
dangerous drugs. 
carrying out the Inter- 
Convention, 1912, rati- 


sritish under- 


To assist in 
national Opium 
fied by fifty 
writers, through a special clause to be in- 


seven states, 


corporated in all cargo policies, have 
provided for an express exemption from 
liability for the 


unless 


drugs falling under the 
conditions 
The 
worded as 


convention, certain 


have been complied with. clause, 


it will be remembered, is 
follows: 


“It is understood and agreed that no claim 
under this policy will be paid in respect of drugs 
to which the International Opium Convention 


of 1912 applies unless 

(1) the drugs shall be expressly declared as 
such in the policy and the name of the 
country from which, and the name of 
the country to which they are consigned 
shall be specifically stated in ‘the policy 

and 

(2) the proof of loss is accompanied either 
by 1 license, certificate or authorization 
issued by the Government of the coun- 
try to which the drugs are consigned 
showing that the importation of the con- 
signment into that country has been ap- 


proved by Government, or, alter- 
natively, by a license, certificate or au- 
thorization issued by the Government of 
the country from which the drugs are 
consigned showing that the export of the 
consignment to the destination stated has 
been approved by that Government; 
and 

(3) the route by which the drugs were con- 

veyed was usual and customary.” 


After 
of the 
whose spokesman was their chairman, E. 
F. Nicholls, was carried by the 
tional Marine Insurance Union Conven- 
tion, was unanimously resolved 
that, in principle, the Dangerous Drugs 
Clause should be adopted by the Union 
obligatory Since it 


thorough discussion, the motion 


Institute of London underwriters, 
Interna- 


and it 


as an agreement. 
however, that in some coun- 
Italy and Switzerland, it 
difficult to incorporate the 
clause in the standard policies now in 
Italy, for extra 
stamp duty has to be paid for including 
any supplements—a_ special committee 
was appointed for the purpose of induc- 
ing all the national and local underwrit- 
ers associations to support the agree- 
ment, the said committee being also au- 
thorized to put the agreement in force 
in accordance as the steps taken by 
them should prove successful. 


was found, 
tries, e. &£., 
would be 


use,—in instance, an 


NEW POST CREATED BY JOYCE 
The announcement that Edward . 
Allen, of Helena, Arkansas, is to quit 
the local agency field in order to go with 
the National Surety 
ant to the 
Surety 


Company as assis- 
National 


Indemnity 


president of the 
and the New York 
widespread interest as will a 
statement by Chairman William B. 
of those companies that Mr. 


will cause 
Joyce 
Allen’s new 
function is really the creation of a new 
business 

a position to help link 
and the 


position in the insurance 


“liaison officer,” 


the public, the agency force 
companies in a solid chain. 

of the chief officers of the Na 
Surety are agents, Mr. 
A: St. 


being two of them. 


Four 
tional 
Joyce, 


former 
the chairman, and E. 
the president, 


John, 
Says 
[r. Joyce: 


“We have a policy of having former 
agents in our prominent official positions. 
We believe in establishing a community 
of interests between the public, the 
agency army and the companies. As 
president of the National Association of 
Insurance Agents and as one of the 
leading advisors in that organization, 
Mr. Allen has won the respect and con- 


fidence of the agency force of the coun- 
try. He has advocated agency fitness, 
high principles and courage; he has 


taught understanding of the  public’s 
problems, service to it and co-operation 
with it, while at the same time he has 
urged consideration of and loyalty to 


the companies. We are bringing him 
into the National Surety family to 
make effective these principles and prac- 
tices in our administration matters just 
as far as it is humanly possible to do; 
to harmonize its dealings with its agents 
and their public, that our relations may 


be more pleasant, our understanding 
more complete, our service the greater,” 


Mr. Allen is an ideal man for the 
sition and to carry 


po- 


out these principles. 
His early work was as an acting general 
manager of a 


into 


Then he went 
and eventually into in- 


railroad. 
real estate 


surance. Few insurance men have stood 
higher in their own community as is evi- 
denced by the fact that he nu- 


merous terms as president of the Helena 


served 


Chamber of Commerce; as Governor of 
the Sixteenth District 
national; as director of the Memphis 
branch bank of a Federal Reserve Dis- 
trict; and as commissioner of the Wharf 
ee District of Helena. 


Rotary Inter- 


LIFE AGENCY BANQUET 

The banquet of the Association of Life 
Agency Officers will be held at the Edge- 
water Beach Hotel in Chicago on No- 
vember 16. H. H. Armstrong of the 
Travelers is chairman of the entertain- 
ment committee and the speakers will 
include: Douglas Malloch, Chicago news- 
paper man and philosopher; State Sen- 


ator Paul C. Kessinger, Aurora, Ill, and 
Judge Roland W. Baggett, Dayton hu- 
morist. 


LOWERS CLUB REQUIREMENTS 

For the purpose of spurring more of 
its agents to qualify for membership in 
its Aces Club, the Atlantic Life has re- 
duced the minimum amount of premiums 
on paid business entitling agents to be- 
come members of the club, from $5,000 
to $4,000. The premiums must be paid 
however, from August 1, 1926 to January 
1, 1927. 

Lo Es ‘FALLS TO SPEAK 


Laurence FE. Falls, assistant secretary 


of the American of Newark, will speak 
November 1 at the Drug & Chemical 
Club before the New York Suburban 


Field Club. 





Paul B. Sommers, vice-president of the 
American of Newark, will leave for 
Florida this week to spend ten days in 
the storm area, 
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C The Human Side of Insurance 




















ALBERT -M, 


KELLY 





Albert M. Kelly, president of the Life 
U nderwriters Association of Philadel- 
phia, is one of the most effective humor- 
ists in the insurance business. He is the 
son of the late “Pig Iron” Kelly, who 
was one of the most prominent, congress- 
men of his time. Mr. Kelly is an able 
life insurance man and stands well in 
the Philadelphia life insurance com- 
munity. 

* * * 


William E. Lowther, general attorney 
of the London Guarantee & Accident, is 
a graduate of Ohio Wesleyan University 
and a member of Phi Beta Kappa. He 
made both the vz arsity football and base- 
ball teams while in college. After leav- 
ing Ohio — an he graduated from 
the New York University Law School. 
Mr. Lowthers’ first job was in the office 
of the state treasurer at Charleston, 
West Virginia. He returned to New 
York in 1908 to take up the practice of 
law. He had long experience as a cas- 
ualty insurance attorney before becom- 
ing general attorney of the London Guar- 


antecé & Accident. 
* * Ok 
T. A. Swayze, who represents the 
Missouri State Life in Tacoma, had an 


article in the current edition of the Mis- 
souri State Life “Bulletin” describing his 
recent visit to the Near East. He is very 
much interested in Near East Relief 
campaigns. While in Beirut Mr. Swayze 
visited a camp of starving refugees. In 
the Missouri State Life “Bulletin” he 
gives a vivid pen picture of the suffering 
he saw abroad. 





~. WRITES MARION’S SISTER 


At the time that William A. eg 
special agent of the New York Life, 
Oklahoma City, wrote a $500,000 sdliey 
on Marion Talley, the opera singe r, he 
also placed a px ilicy of $25,000 on the life 
of her sister, Florence, who is acting as 
secretary to the singer. 


PRUDENTIAL APPOINTMENTS 

T. L. Bremer and J. A. Adams who 
have been soliciting agents for The Pru- 
dential at Louisville for several years, 
have been appointed assistant superin- 
tendents of the same district. 


LILLY TO LECTURE 


Austin J. Lilly, general counsel of the 
Maryland Casualty, will conduct a series 
of insurance lectures on Friday evenings 
oT a, Hopkins University, Baltimore, 





William H. Reynolds of the Equitable 
Life Assurance Society in Seminole, 
Okla., has qualified for the Oklahoma 
state conference of the society to be held 
in November, despite the fact that he is 
obliged to travel in a wheel chair. 

c * ® 


superintendent of the 
Globe Indemnity’s plate glass depart- 
ment, hurried down to the scene of the 
Florida disaster as soon as word of it 
reached the home office, being recalled 
from a trip through northern New York. 
Practically no glass was available in. Mi- 
ami, but through Mr. Brage’s efforts 
(and with the co-operation of local glaz- 
icrs) an appreciable supply was rushed 
from Jacksonville. This supply was am- 
ple to take care of such breaks as could 
be immediately replaced. Mr. Bragg re- 
ported that the premises, in many in- 
stances, were in such a condition that 
reconstruction was necessary before any 
glass could be set. In such cases he se 
cured exact measurements and ordered 
the required sizes of plates from the 
factory, to be on the ground when the 
premises were ready for setting. Globe 
Indemnity officials are well pleased with 
Mr. Brageg’s work in this emergency. 
i: © 


Frank Bragg, 


Henry Brace of Edmonton, 
was elected president at the 
nual conference of the Association of 
Superintendents of Insurance for the 
province of Canada in session at Vic- 
toria, B.C: 


Canada, 
ninth an- 


* * * 

O. E. Sharpe, of Quebec, was elected 
vice-president. R. Leighton-Foster of 
Ontario was re-elected secretary- treas- 
urer. It was announced that next year’s 
meeting will likely be held in Quebec, 
which extended a formal invitation to 
the convention. 

* * 

James Wyper, vice-president of the 
Hartford Fire, who went to San Fran- 
cisco to attend the opening of the Hart- 
ford’s new building on California Street, 


that city, has many friends there. “T he 
Pacific Underwriter and Banker” had 
this comment to make: 

“Years ago Mr. Wyper was the man- 


ager of the London & Lancashire in 
San Francisco, and his genial personality 
and many delightful qualities made him 
very popular in the insurance fraternity. 
In 1913 he went East to join the Hart- 
ford. He came West via Canada and 
met Manager Joy Lichtenstein at Van- 
couver, traveling south with him in time 
to reach San Francisco for the formal 
celebration at the opening of the new 
building.” 
; * * * 

William Chamber of Denver broke his 

wooden leg while employed as a work- 


man. He applied to the state industrial 
commission for compensation and_ the 
commission issued an order granting 


“member.” 
& A., which was ordered 
appealed to District Judge 
George F. Dunkle and was again ordered 
to pay. The company carried the case 
to the State Supreme Court and Justice 
John Denison ruled: “A wooden leg is 
a man’s property, not part of his person, 
and no compensation can be awarded 
for its injury. The decision is reversed 
with directions to disaffirm the award.” 


compensation for the injured 
es . 

The London G. 
to pay, 


John Scott, general agent, Home Life 
in Brooklyn and Mrs. Scott, left for 
Europe this week on the S. S. Beren- 
garia. They will visit England, France, 
Switzerland, Italy and other countries 
and expect to be back about the tenth 
of November. 

* * 


Edwin Starkey, vice-president and 
agency manager of the Continental Life 
of Oklahoma City, has been appointed 
as one of the speakers to carry to 112 
cities of the state, the message of ad- 


vertising Oklahoma, a statewide move- 
ment sponsored by the state chamber of 
commerce. 
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Calls Bennett Plan 
Extremely Radical 


NEW HAMPSHIRE VIEWS GIVEN 
Commissioner Bese Het Favor Invest- 
ment of Unlimited Power In 
Agents’ Organization 


Among the state insurance officials 
asked by The Eastern Underwriter for 
their views relative to the interesting and 
much-discussed address of Walter H. 
Sennett, secretary of the National Asso- 
ciation of Insurance Agents, delivered at 
Atlantic City and in which the secretary 
advocated no licenses for agents unless 
they belonged to a state association of 
insurance agents, John E. Sullivan, in- 
surance commissioner of New Hamp- 
shire, said this week: 

“It is needless even to attempt to il- 
lustrate the warranted demand for better 
qualified insurance agents who are per- 
mitted to transact the several lines of in- 
surance. During my brief existence as 
insurance commissioner | have always 
been a firm advocate for qualified agents 
and will endeavor to so proceed. 

“The proposed Bennett plan that 
would restrict the authorization of 
agents to only members of a_ certain 
agents’ association displays ear marks of 
extreme radicalism, and, if its enactment 
were possible, may be the sponsor of 
defects that would be too numerous to 
mention; and if put into existence it 
may have a tendency to destroy a sys- 
tem that it has taken many years to 
bring into existence and, though lacking 
in producing an agent that may be 
termed a hundred per-cent qualified, it 
has certain elements of value and I am 
convinced that the system presently in 
existence in New Hampshire is render- 
ing what may be termed a good service 
and a reasonably qualified agent. 

“Authorized agents in our state are re- 
garded as an clement of the insurance 
company and it seems extremely doubt- 
ful that it would be even reasonable to 
assume that state or federal legislation 
that could be enacted would view favor- 
ably regulatory measures covering com- 
mercial enterprises of state or nation 
that would enable the employee to ex- 
ercise such unlimited discretionary pow- 
ers over the employer, thereby denying 
the company the privilege of governing 
the affairs of enterprise which they are 
responsible for, by denying the employer 
the privilege of engaging the services of 
an individual to act as their representa- 
tive. The better qualified agent is right- 
fully entitled to just and reasonable pro- 
tection by eliminating the part-time and 
the unqualified competitor. | Unlimited 
power vested in an organization that is 
not responsible to state or federal gov- 
ernmene would not, in my opinion, pro- 
duce the essential element that is ap- 
pare ntly lacking. 

“Companies, agents and brokers pres- 
ently attached to the insurance business, 
can, by their service and conduct to 
the public, more clearly illustrate the ne- 
cessity of haviesw aqrvelfied - sone and 
brokers attached to the mighty insur- 
ance business and with such an aim in 
view could possibly obtain the enact- 
ment of necessary legislation. 

“Tl fear that the Bennett plan, as a 
remedy, may prove to be more deadly 
than the disease.” 





BENSON ON BENNETT PLAN 

When Carville D. Benson, insurance 
commissioner of Marvland, was asked by 
The Eastern Underwriter his opinion of 
the suggestion of Walter H. Bennett, 
secretary of the National Association of 
Insurance Agents, that licenses be given 
only to those agents who are members 
of the state association of insurance 
agents, he stated that “the plan did not 
seem practicable, and doubted if it would 
be legal.” 


Bennett Replies To 
Lawyers’ Objections 


CALLS PLAN CONSTITUTIONAL 


National Association Counsel Says In- 
tegration Idea is Not Arbitrary 
and Can Be Put Through 


Secretary-Counsel Walter H. Bennett 
of the National Association of Insurance 
Agents, speaking Wednesday before the 
Oklahoma Association of Insurance 
Agents at Oklahoma City, gave further 
details of his agency integrating system, 
first outlined at Atlantic City and an- 
swered the objections of lawyers which 
were published in The Eastern Under- 
writer. Mr. Bennett contends his plan 
for compulsory membership of all local 
agents in state associations, with those 
associations having powers to test qui li- 
fications and issue agency licenses, is le- 
gal. 

As an example, Mr. Bennett mentioned 
the law creating the Oklahoma State 
Insurance Board. This law has been 
upheld as constitutional by the Supreme 
Court of Oklahoma, according to Mr. 
Bennett. Arbitrary "regulation, he said, 
is not the aim of the integration pro- 
posal. 

Referring directly to the objections of 
certain lawyers to his plan, Mr. Bennett 
said: 


Quotes Eastern Underwriter 


“A New York insurance newspaper, 
The Eastern U phen printed in the 
issue of October 1 a review of the plan 
to integrate the phases Agency Sys- 
tem. ‘Therein the paper stated that sev- 
eral prominent insurance lawyers, in 
New York City, after reading the ad- 
dresses delivered at the Atlantic City 
Convention of the National Association 
by Superintendent Harry L. Conn of 
Ohio, the president of the Insurance 
Commissioners’ Convention, and by the 
secretary of the National Association, 
have come to the conclusion that it will 
not be legally possible to put into effect 
the drastic proposition suggested for 
keeping unfit insurance agents out of the 
business. 

“The grounds of the objection seem to 
be contained in that feature of the plan 
which provides that all agents shall be 
examined by state associations for fit- 
ness to enter the insurance agency busi- 


ness; that they all become members of, 


such state associations, and that the as- 
sociations have powers given by the 
states to issue agency licenses and to 
cancel them. 

“These insurance lawyers are said in 
The Eastern Underwriter’s review to be- 
lieve that the plans outlined would be 
declared unconstitutional because the 
state could not delegate licensing powers 
to state associations and no attempt 
could be made to compel an agent to 
belong to any association as a prerequi- 
site to securing a license. 


“The question of delegating powers to 
a legally constituted body is not new 
in this country. We know that any law 
that fails to prescribe a uniform or per- 
manent rule or test, but undertakes to 
vest in a board or commission discre- 
tionary arbitrary power to license or 
withhold a license from whomsoever it 
will, is void as in infringement upon the 
personal liberties and rights of the citi- 
zens. ‘This is in accordance with a de- 
cision of your own Supreme Court in 
the case of Welch vs. the Maryland 
Casualty Co. 47 Okla. 293. In that 
case the Court had under consideration 
Section 42 of an act of your legislature 
of 1909 outlining the conditions under 
which an insurance agent might be li- 
censed, which gave the insurance com- 
mission arbitrary power in the matter. 

“Subsequent, in 1915, the legislature 
of Oklahoma remedied the defect point- 
ed out by your Supreme Court in the 
case above cited and passed a new law. 
Seetion 97 of this new law deals with the 
licensing of insurance agents and vests 
in the State Insurance Board the power 
to determine the fitness or unfitness of 
an applicant for license by considering 
his experience in the business, his abil- 
ity to be a competent agent, his general 
reputation, and his character as to hon- 
esty, integrity and responsibility. An ad- 
ditional power is lodged in your Insur- 
ance Board to procure all necessary in- 
formation to satisfy itself that such ap- 
plicant would make a competent and 
reputable agent. If the Board is not 
satisfied, it will decline to issue the li- 
cense. 

“The constitutionality of this new act 
was again attacked in the Supreme 
Court of your state in the case of the 
Insurance Company of North America 
vs. Welch, 49 Okla. 620; and 49 Okla. 
643. These two cases uphold the con- 
stitutionality of the law and declare that 
the legislature had power to delegate the 
administration of this licensing system 
to the legally created state board. 

“So in my judgment there will come 
a legally created state association of in- 
surance agents, with power conferred 
upon it by law to provide a register or 
role of citizens in each state which shall 
constitute a class from whom insurance 
agency appointments may be made. 


Says Plan Is Not Radical 

“There is nothing very radical about 
such a plan. Its newness as applied to 
the insurance agency class is what has 
aroused so much discussion in this coun- 
try about it. 

“In practice the integration of the 
American Agency System as applied to 
Oklahoma would simply mean a little en- 
largement upon the law which you now 
have governing the operation of your 
State Insurance Board. The law would 
create in place of the Board, a legal 
state association with a board of direc- 
tors having powers, duties and obliga- 
tions somewhat similar to your present 
Insurance Board. The act should pro- 
vide that before any person could ob- 
tain membership in such an organiza- 
tion, he or she would have to pass a test 
provided by the rules which would be 
uniform and applicable to all alike. Nat- 
urally, no arbitrary power should be 
vested in such an association or its board 
of directors, to admit to or exclude a 
person from membership at will. The 


(Continued on Page 26) 
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G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL : 
PREMIUM RESERVE 
OTHER LIABILITIES 

NET SURPLUS ; . ; 
TOTAL ASSETS . ; ° 


Statement December 31, — 


$1,000,000.00 
610,292.51 
135,010.00 
1,251,747.80 
2,997,050.31 
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British Reinsurance Companies 


(Continued 


Ampthill) was more than four columns 
long and that section of it devoted to 
marine insurance was sad. The company 
had been going for twenty-two years 
and had always paid good dividends, but 
the section of the chairman’s report on 
marine insurance threw a flood of light 
on the dangers and hazards of this busi- 
ness as liability on losses extends over 
a period of years. For instance, the 
chairman said under the head of “Ma- 
rine Operations”: 

“The marine department of our op- 
erations will complete the review of the 
company’s business. It has been the 
cause of all our difficulties in the disas 
trous experience we have had, and today 
places the company in the impoverished 
position in which it finds itself. 

“As a reinsurance company it was felt 
to be absolutely necessary to the pro- 
tection of our interests in the fire and 
general departments that we should ac- 
cept marine reinsurance business. Other 
reinsurance companes were willing to 
accept marine business in the hope that 
they might also secure the fire and gen- 
eral business, and to maintain our posi 
tion in the reinsurance market we felt 
compelled to afford such facilities to our 
supporters which our competitors offered 

practically all of whom who transacted 
marine reinsurance on any considerable 
scale have had similar results to our- 
selves, and either cut their loss or have 
gone out of business. ‘Today it would be 
practically impossible to place on the 
British market such marine reinsurance 
contracts as we have carried. And now 
we find ourselves in the same position 
as our one-time competitors in desiring 
to cut our loss, which can only be done 
by adding to our existing funds for this 
purpose. It is a sorrowful experience 
which does not at once make itself ap 
parent, for, as was stated at the meet- 
ing we held on May 26 last, marine busi- 
ness does not show its results until two, 


from page 1) 


three, or more years after that in which 
the premiums have been received, this 
delay being brought about by circum- 
stances over which we have not the 
slightest control. In 1925 we paid in 
losse s on account of marine reinsurance 
business £515,051 under premiums re- 
ceived in 1924; £202,251 under premiums 
received in 1923, and £77,139 under pre- 
miums received in 1922) and previous 
years, or a total of £795,041, against 
which were credited outstanding pre- 
imiums on account of 1924 and previous 
years, making the net outgo £071,658 as 
shown; while on premiums received in 
1925, as the statement of accounts before 
you shows, the losses paid amounted to 
£101,399, or 27.3 per cent. of that year’s 
premium income. 
Losses 


“Unfortunately, our loss does not stop 
there, because we have still to meet the 
second, third and subsequent years’ 
claims on the 1925 marine account, the 
liability under the greater part of which 

£450,000—is now running off. This run- 
ning off liability on the 1925 premium in- 
come, coupled with the claims we shall 
still have to meet under the premiums 
we accepted in 1924, and previous years, 
after most careful and complete esti- 
mates, we reckon will involve the pay- 
ment of approximately £450,000 in the 
present year. 

“In addition to the liabilities under the 
now cancelled treaties, the premium in- 
come of which has just been indicated, 
there is a still current marine reinsur- 
ance account, which will be dropped as 
soon as we have funds to cover expir- 
ing liabilities, which yields an annual 
= income of about £140,000, 

sainst which no reserve for unexpired 
liabilities is ‘held. 

“This statement of the marine account, 
which has been made up on a _ three 
years’ basis to show you how losses ac- 
crue, indicates that while at the begin- 
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ning of 1925 we had a marine fund of 
£016,043, more than that sum was re- 
quired to pay the losses under premiums 
which belonged to the year 1924, 1923, 
and previously. ‘Therefore, at the end 
of 1925 we only had in hand the balance 
of the premiums paid to us in 1925, after 
paying the losses, commission, and ex- 
penses in connection with these 1925 
premiums, plus interest, to meet the 
claims that will yet be made upon us 
under the 1925 premiums, and in con- 
sequence of the losses on 1924 and pre- 
vious years’ accounts having exceeded 
the fund we had in hand at the begin- 
ning of 1925 by £55,000, we had to trans- 
fer from profit and loss account £300,000 
to enable us to show a fund of £244,385 
to meet claims on 1924 and previous 
years’ premiums that may still come in. 
At the end of 1925 we have, therefore, 
to meet claims under all years’ accounts 
a fund of £614,584, which cannot be re- 
garded as adequate to cover all our 
marine liabilities, and before we can be 
quite clear of same we shall have to add 
thereto, say, another £200,000, possibly 
£250,000, if commission and expenses are 
included.” 
Good Will In Reinsurance 


In the report there was also an_in- 
teresting paragraph about good will in 
the reinsurance business : 

“The first point is that as there is very 
little, if any, good will in a reinsurance 
business, because it can at any time be 
transferred or reduced by the companies 
from whom it is secured, and it is their 
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business to dispose of any they, from 
time to time, think best and in their 
own interests, it cannot be safely accept- 
ed as certain that the volume of fire 
and general business transacted by the 
‘Consolidated’ will be maintained, and it 
is possible, if not probable, that ceding 
companies will reduce or cancel agree- 
ments under which they have given the 
‘Consolidated’ its premium income, under 
present circumstances. To what extent 
this reduction or cancelment may. take 
place it is quite impossible to estimate, 
but it is hoped that even on a reduced 
income sufficient would remain to make 
the suggestion feasible.” 


VIRGINIA FIRE REPORT 


The annual report of the Virginia bu- 
reau of insurance for the year ended 
May 1, 1926, which came off the press a 
few days ago, shows that there was a 
total fire loss of $5,514,287, with $34,830,- 
806 insurance involved. Fifty-three fires 
were blamed on incendiarists. In these 
cases there were twelve arrests with 
three convictions and seven acquittals. 
Two cases are still pending. Some of 
the leading causes of fires were listed 
as follows: Carelessness, 401; defective 
flues, 324; sparks, 260; stoves and pipes, 
221; defective wiring, 251; lightning, 46; 
spontaneous combustion, 59. Rats and 
mice were held responsible for four 
blazes. The report shows that it cost 
$55,242.58 to operate the bureau during 
the year. 








NEAL BASSETT, 


ASSETS 








$21,285,738.13 
$ 5,800,834.29 
$ 4,478,484.10 
$ 5,508,164.57 
$ 915,931.65 
$ 4,872,321.76 


$ 6,564,842.84 


TOTAL OF ASSETS 


$49,426,317.34 


NEWARK, N. J. 


CHICAGO, 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOYAL 


President 
A. H. HASSINGER, Vice-President 


JOHN KAY, Vice-President 
WELLS T. BASSETT, Vice-President 


Statements—January Ist, 1926 
Organized 1855 


FIREMEN’S INSURANCE COMPANY OF NEWARK 


CAPITAL 


$5,000,000.00 


LIABILITIES 


$9,955,309.55 


NET SURPLUS 


$6,330,428.58 


Organized 1853 


THE GIRARD F. & M. INSURANCE COMPANY 


$1,000,000.00 


$3,461,203.02 


$1,339,631.27 


Organized 1854 


MECHANICS INSURANCE COMPANY 


$ 600,000.00 


$2,971,049.18 


$ 907,434.92 


Organized 1866 


NATIONAL-BEN FRANKLIN FIRE INS. COMPANY 


$1,000,000.00 


$4,071 ,227.38 


$ 436,937.19 


Organized 1886 


CAPITAL FIRE INSURANCE COMPANY 


$ 300,000.00 


$ 72,839.60 


$ 543,092.05 


Organized 1871 


SUPERIOR FIRE INSURANCE COMPANY 


$1,000,000.00 


$3,197,308.18 


$ 675,013.58 


Organized 1870 


CONCORDIA FIRE INSURANCE COMPANY 


$1,000,000.00 


$4,763, 794.03 


TOTAL OF LIABILITIES 


$28,492,730.94 


$ 801,048.81 


HEAD OFFICES 


PHILADELPHIA, PA. 


Western Department 
ILLINOIS 
H. A. CLARK, Manager 


PITTSBURGI 
DEPARTMENT OFFICES 


H, PA. MILWAUKEE, WIS. 


Pacific Department 
SAN FRANCISCO, 


LOYAL TO FRIENDS AND TO LOYAL AGENTS, LOY AL 


SURPLUS 
POLICYHOLDERS 


$11,330,428.58 
$ 2,339,631.27 
$ 1,507,434.92 
$ 1,436,937.19 
$ 843,092.05 
$ 1,675,013.58 


$ 1,801,048.81 


TOTAL NET PREMIUMS 


$22,498,413.63 


CONCORD, N. H. 


CAL. 
W. W. and E. G. POTTER, Managers 
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Insurance Man Drops 
Horseshoe From ’Plane 


MILLION DOLLAR PLANT SITE 





H. C. Fry, Jr., of Pittsburgh Performs 
Unique Stunt at Opening Exercises 
of Starting New Building 





Scenes of enthusiasm marked the 
breaking of ground of the new million 
dollar plant of the Guarantee Liquid 
Measure Co., at North Rochester, Pa., 
last week. The 
Col. Harry C. 


exercises began when 
Fry, Jr., of the United 








« 











H. C. PRY, JR, AND SON 
States Air Reserve Service, a vice-presi- 
dent of the company and president of 
Logue Bros. Co., Inc., general insurance 
agents of Pittsburgh, dropped a silver 
horseshoe from an airplane on the site of 
the new plant. The horseshoe, which was 
an emblem of good luck, was suspended 
from a red, white and blue parachute, 
fluttered down and landed upon the spot 
amid the cheers of a great throng. 
This was followed by an address by 
A. J. Townsend, vice-president in charge 
of manufacturing. The Rev. W. A. At- 
kinson, pastor of the First Presbyterian 
Church of Rochester, pronounced the 
invocation and former Judge George A. 
Baldwin told of the appreciation of the 
citizens of Beaver Valley, of the com- 
pany and stated that the new industry 
would be the leading one in the history 
of industrial activities in that section of 
Pennsylvania. 


Col. H. C. Fry Speaks 


Col. Henry C. Fry, Jr., pioneer glass 
manufacturer of Rochester and chairman 
of the board of directors of the com- 
pany, and a well known insurance man 
of the State of Pennsylvania, in a speech 
summed up the progress of the com- 
pany during the past few years. Mr. 
Fry said that the accomplishments of the 
past were but a step in the gigantic 
project of the future. He also paid a 
warm tribute to W. S. Townsend, presi- 
dent of the company. 

The site, which consists of 43 acres, 
and known as the Pfeifer farm, was 
recently purchased from H. C. Fry. The 
structure will be of brick but will be 
so designed as to eliminate the cold for- 
mality ‘of the usual manufacuring plant 
offices. It will be of artistic design and 
will contain every comfort for the em- 
ployees. 

It is expected that the office buildings 
will be completed by February 1, and 
the factory buildings will be ready for 
occupancy by April 1. The new plant 
will employ about 500 people. 





PHILADELPHIA CHANGE 


Walter J. Devine & Co. have been dis- 
continued as Philadelphia agents for the 
Georgia Home. 
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Now is the time to insure your earned 
profits and be guaranteed against 
loss at the end of the year. 
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ANOTHER CLEAN-UP DRIVE 
The New York Board of Fire 
writers will undertake 
campaign beginning Monday, October 
25, in the: district lying between Canal 
and Mth Streets from the Hudson River 
to the East River. This will be the 
sixth drive. The first five were success- 
ful in —_— fire he wzards materially, 
and H. N. Kelsey, chi urman of the com- 
mittee on surveys, is confident that the 
inspectors will again catch mvany violat- 
ors of the fire laws, especially those 
smoking in buildings where smoking 1s 
prohibited. There were 1,200 cases of 
smoking reported in the last drive. 


Under- 
another clean-up 


NEW HAMPSHIRE MEETING 


The annual meeting of the New Hamp- 
shire Association of Insurance Agents 
will be held at Manchester on Wednes- 
day afternoon, October 27 to be followed 
by a banquet in the evening at the Hotel 
Carpenter. 


TRAVELERS FIRE SPECIALS 

The Travelers Fire has appointed six 
new special agents, recent graduates of 
the first class of the Travelers training 
school. These special agents include: 
Leslie I. Taylor, at Hartford, under Man- 
eager Hickey; J. Wallace Westwood, at 
Washington, under Manager Powell; H 


Stanley Goodwin, at Cleveland, under 
Manager Yost; Alfred L. Bailey, at 
Syracuse, under Manager Jervis; Virgil 


V. Roby, at Indianapolis, under Manager 
Butler, and Winthrop W. Ely, at Read- 
ing, Pa. 





TRAVELERS FIRE AGENTS 


Albert M. Greenfield Co. has been 
appointed an agent of the Travelers Fire 
in Philadelphia. This age ncy is one of 
the largest real estate offices in the city. 
This appointment makes the third Trav- 
elers Fire agency in Philadelphia, the 
maximum number allowed by the Phila- 
delphia Fire Underwriters Association. 
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Coolidge Gets Plans 
To Protect Forests 


PREVENTION OF FIRES URGED 





Timberland Interests Ask Larger Appro- 
priations; Government Has Failed 
to Live Up to Obligations 





A delegation of owners of timberlands 
from the States of California, Montana, 
Washington, Idaho and Oregon called 
— President Coolidge last week and 
laid before him a program for Federal 
action, designed “to protect the forests 
against fire and promote reforestation.” 

The delegation told the president that 
the entire policy of Federal forest pro- 
tection and reforestation was “threatened 
with collapse” for the reason that the 
Government was not upholding the obli- 
gations imposed on it by the Clarke- 
McNary national forest policy. The 
president was also informed that the 
Government “is not living up to its con- 
tract to appropriate money for fire sup- 
pression up to $2,500,000 annually, pro- 
vided by $7, 500,000 were appropriated by 
other agencies.’ 

The delegation stated that the Na- 
tional Forest Service is not properly and 
rationally financed for fighting fires on 
the national forests themselves. Annual 
appropriations for this purpose are so 
small, it was said, that they are devoted 
in practice to suppressing rather than 
preventing fires. It was said they are 
not sufficient to succeed in either di- 
rection, with the result that mistakenly 
small regular appropriations are fre- 
quently followed by fires that get out of 
hand and are finally extinguished at ex- 
cessive cost, met by deficiency appro- 
priations., 

Besides the effectuation of the Clarke- 
McNary law, the visitors asked that all 
Federal appropriations relating to for- 
est protection, including the weather bu- 
reau, on the fire forecast side, and the 
Department of the Interior for its pub- 
lic domain timber land, be co-ordinated 
with reference to their common objective 
of protecting the forests, which are 
largely in public ‘ownership. An _in- 
creme appropriation for all purposes of 
$845,000 was recommended. 





KILL BRANCH MANAGER PLAN 





Fire Exchange of Richmond Votes Down 
Proposal to Admit Travelers 
Manager; Vote Close 


A proposal to amend the by-laws of 
the Fire Insurance Exchange of Rich- 
mond so as to pave the way for admis- 
sion of the branch manager of the Trav- 
elers into membership of the body has 
been voted down. The proposed amend- 
ment was lost by a close vote at the last 
meeting of the exchange. It was stated 
that it would probably have been passed 
but for fear on the part of some of the 
members that companies desirous of 
planting dual agencies might try to take 
advantage of the situation resulting from 
such action. Following is the text of 
the rejected amendment: 

“Branch offices such as those now es- 
tablished by the Aetna and Travelers of 
Hartford in Richmond may be allowed 
to appoint an independent local agency 
who may handle both commercial fire 
and auto fire and theft insurance and 
other lines over which this exchange has 
jurisdiction, provided said agent must be 
a member of this exchange; also the 
branch managers shall be members of 
the exchange. It shall also be required 
that such branch offices shall accept 
business only from their full time con- 
tract agents with offices only in said 
branch offices.” 





WITH FIREMAN’S FUND 


Clyde V. Vining has been appointed 
special agent for the Fireman's Fund for 
Maine to succeed D. W. Tozier. He will 
make his headquarters in Portland. For 
two years he traveled the state for the 
Underwriters Bureau of New England 
and in the last few months has been a 
special agent of the Travelers Fire, 
which position he has now resigned. 
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a agent knows that freezing is the worst 
enemy of the automatic sprinkler. 


But many business men who have installed 
sprinkler protection do not realize the full extent of 
the danger. 


Star agents are telling them now. They are point- 
ing out that the very delicacy that makes the sprink- 
ler respond instantly to the hot breath of flame makes 
it equally sensitive to zero cold. They are showing 
by statistics that every cold snap brings tremendous 
damage from sprinkler leakage. They areciting many 
cases where the loss from floodisas great as firecould 
have caused. : 


W hen zero days come around this year Star agents 
will reap the real reward for their efforts in telling 
them and selling them now — the gratitude of their 
clients for timely and logical advice. 


oO) 
) FAR 
Insurance Co. 


oF AMERICA, 


Executive Offices: 1 Pershing Square 
Park Ave., at 42nd St., New York, N. Y. 


Western Department Southern Department Pacific Coast Department 


CHICAGO NEW ORLEANS SAN FRANCISCO 








“THE COMPANY WITH THE L. & L. & G. SERVICE” 
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Urges Metal Roofs 
To Cut Farm Fires 


CITES TEXAS TOWN’S RECORD 





Rates Were Reduced There 78%; Sheet 
Steel Trade Committee Tells Why 
Such Roofs Are Effective 





The Sheet Steel Trade Extension 
Committee of Pittsburgh, Pa., is advo- 
cating the more extended use of sheet 
steel or metal roofs on farm dwellings 
and houses as a direct means for re- 
ducing farm fire losses. To prove the 
effectiveness of such roofs the commit- 
tee cites fire loss reductions achieved in 
a town in Texas where insurance rates 
were reduced from 64¢ to 15c.  Sneet 
metal roofing prevents ignition from 
sparks from other buildings, prevents 
the collapsing of a roof when the fire 
is in the same building, and aids ma- 
terially in the reduction of lightning 
losses, according to the committee. 

In communicating with The Eastern 
Underwritcr, the Sheet Steel Committee 
said with respect to the fire reduction 
effectiveness of metal roofs: 


“The purpose in writing this letter is 
twofold: to suggest how farm fire losses 
can be reduced at least 20%; to ask for 
assistance and suggestions on gathering 
data on the safety of metal roofs against 
lightning and sparks. Not only do the 
owner and the insurance company suffer 
from fire loss, but the public is an equal, 
if an indirect, loser. 

How to Reduce Farm Fire Losses 20% 

“Most literature and talks on fire pre- 
vention emphasize carefullness and care- 
lessness. This is fine, but how is a far- 
mer to be either careful or careless in 
his attitude toward lightning? Appar- 
ently there is but one way to handle 
lightning, and that is to furnish an easy 
way for it to get to the earth. 

“According to ‘Insurance Facts for the 
Farmer’ (published and distributed by 
insurance companies) lightning accounts 
for 13.5% of farm fire losses, and sparks 
on the roofs for 6.3%, or 20% in round 
numbers for lightning and sparks. By 
use of metal roofs properly grounded, 
this loss would be wiped out. 

“The manager of the Western office of 
one of the large companies that write 
fire insurance said to me recently that 
farm fire losses were probably nearer 
$200,000,000 last year than $150,000,000, 
if the information were complete. What 
was more to the point, he said the loss 
to the insurance companies from farm 
fires was continuing and might amount 
this year to $1.15 (as I recall) for each 
$1.00 taken in by the companies. 

“Down in New Braunfels, Texas, they 
reduced insurance rates over a period of 
twenty years from 64c per hundred to 
15c, or 78.1%. If New Braunfels could 
reduce rates 78.1%, her methods are ob- 
viously of interest. 

Premium Savings Paid for Roofs 

“It is well within the limits of truth 
to say that sheet steel roofs of New 
Braunfels were acaually paid for by the 
savings in fire loss and insurance pre- 
miums. The New Braunfels fire loss in 
1925 was only $2,800 on $46,000 premiums 
paid! 

“Insurance folks say that 260 out of 
322 causes of fire (35,000 fires tabulated) 
are preventable. This in round numbers 
is 80% and is curiously near the New 
Braunfels percentage. If New Braunfels 
could reduce insurance rates so greatly 
and if 80% of fires are preventable, 
surely the 20% proposed saving from 
farm fire losses ought not to be difficult 
to obtain. 

“Twenty per cent. of $150,000,000 an- 
nual farm fire loss is $30,000,000—a big 
sum. If a good roof can be put on a 
barn for $300, $30,000,000 would roof 
100,000 barns or one barn in every 60. 
Last year one farm in 40 was visited by 
fire. A more proper wav to figure the 
saving is to capitalize the $300 at 6% 
and amortize over the period of the 
roof’s life, which may be safely taken 
as a minimum of 20 vears. In round 
numbers, let us take $30 per year per 
roof for interest and amortization of the 

loan, and in this way 1,000,000 roofs 














Progressive Agents 


There is hardly an occurrence in home or 
business, which the alert agent cannot cover 
with insurance protection. 


Business is flourishing and new communities 
are springing up everywhere. Among them 
the progressive insurance agent is found to 
occupy a well defined place of no small im- 
portance. 


His identification with a national institution 
whose dependability and service are well 
known, contributes valuably to his standing, 
and invites those large business interests of 
people who are scrupulous and precautious 
about placing their insurance. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
Hart Darlington, President 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


H. P. Jackson, President F. P. Stanley, Vice Pres. 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 
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To Hold Hearing On 
Kentucky Increase 


NEW BOOST EFFECTIVE NOV. 8 
All Lawsuits Will Race As They Are 
Until After Public Hearing To Be 
Held Later This Month 

The first step in composing differences 
between the companies and the Ken- 
tucky Actuarial Bureau on one side and 
W. H. Shanks, auditor of public accounts 
of Kentucky, was taken in the Federal 
Court on October 4. \fter various 
moves and suits by the companies in an 
effort to effectuate a rate increase and 
counter moves and suits by the state, 
Judge Cochran brought the matter to a 
focus by stating that ultimately the 
state would have to award a hearing on 
the merits of the matter and it might 
as well be now. 

\ttorneys for the state and for the 
companies after stating their respective 
views agreed under the guidance of the 
court that a new filing be made by the 
companies putting into force a rate in- 
crease effective in 30 days,—the auditor 
to have a hearing in the meantime and 
gathering such information as he might 
deem proper. 

The increase of 12'%4% is effective No- 
vember 8. 

It was further agreed that in the 
meantime all pending lawsuits remain as 
they are and no effort be made to bring 
them to a hearing. It is anticipated that 
a hearing will be ‘hi id the latter part of 
October, when the actuaries will have 
an opportunity to show the experience 
for the five-year test period. It is 
claimed for the companies that this rec- 
ord discloses losses and expenses of 
123% of premium, The inquiry will be 
confined to the experience upon fire in- 
surance only. The increase upon tor- 
nado rates of 124% became effective 
August 2, 1926. 

In the light of the unfavorable experi- 
ence of the companies in recent years in 
Kentucky, it is believed that the auditor 
will find it difficult to deny relief to the 
companies, even were he so_ inclined. 
The increase of 124% sought would be 
a modest increase, as it is asserted that 
to provide the recognized 5% profit and 
the customary amount to care for con- 
flagrations would require an increase of 
over 30% 


BENEDICT WOLF DIES 

Benedict Wolf, head of the agency 
and brokerage business of Simon Wolf, 
of Philadelphia, died last week at the 
Jefferson Hospital from a complication 
of diseases. He was age fifty-eight and 
had been in active charge of the business 
since the death of his brother, Simon, 
which occurred in 1922. Funeral services 
were held Sunday at the Mercantile 


Club, _Philadelphia. 





could 1 be put on for the ” $30,000,000, or 
one-sixth of all barns in the country 
could have lightning and fireproof roofs. 

“Under fire resistant or fireproof, gal- 
vanized sheet steel will give positive pro- 
tection against ignition from sparks on 
the roof, and therefore save the 6.3% 
loss from this cause. Under ails 
against lightning, the galvanized sheet 
steel roof, when properly grounded, will 
immunize the buildine against lightning 
and thus save the 13.5% loss from that 
source. 

“A sheet steel roof has .another ad- 
vantage. As soon as a_ fire breaks 
through any roof from the inside, the 
building becomes a chimney, in effect, 
and the rate of burning is increased. 
But a sheet steel roof blankets the fire 
and tends to prevents its spread to ad- 
joining structures. It reduces exposure 
hazards. 

“The mechanical method of fire pre- 
vention by roofing the building with 
sheet steel, and thus warding off igni- 
tion from sparks and from lightning, ap- 
plies just as well to the house on the 
farm as it does to the barn. The design 
and erection of homes of fire-proof ma- 
terial have proceeded to a state that 
merits public consideration.” 
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JHEN it costs the agent over two dollars to issue a 

policy and make the necessary records of the transac- 
tion, whether or not any commission is earned by him on 
that policy— 

When the level of fire insurance rates is so low that 
the modest profit to which insurance capital is entitled 
has reached the vanishing point— 

When the principle of anti-discrimination and sound 
business practice demand that our best customers pay no 
more for protection than any other pays— 

Then, why do we give away insurance coverage to 
some, and charge whoo? 

Why do some agents permit — oo without 
earned premium on one-fifth to one-half the policies they 
issue — policies which have cost the agent $2.00 or more 
apiece, under which their companies have carried liabil- 
ity and provided a premium reserve? 

When we accord our own business the respect to 
which it is entitled that respect will be shared by others. 
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Western Bureau Sees 
Need of Higher Rates 


APPROVES H. A. A. CLARK’S TALK 
Says Company Rapenee Are Not Ex- 
cessively High, Competition Keeping 
Them Within Reason 
The Western Sedewene Bureau gave 
unanimous approval to the suggestions 
of President Herbert A. Clark, secre- 
tary of the Firemen’s of Newark, when 
it adopted resolutions at the closing ses- 
sion of the semi-annual meeting at Briar- 
cliff Manor, N. Y., last week calling for 
higher fire insurance rates, lower taxes, 
and less efforts by the insurance com- 
panies themselves to reduce rates. It 
was the opinion of the bureau members 
that the expense ratios of the companies 
are not too high, as competition has 
compelled the companies to cut down 
their expenditures in order to get small 

profits from their underwriting. 

_ In expressing its sentiments the bureau 
adopted unanimously the following reso- 
lutions: 

“The address of President Clark is a 
clear and courageous statement of exist- 
ing conditions, and contains constructive 
suggestions for their betterment. The 
fullest publicity should be given to his 
remarks, and we recomme ‘nd the printing 
of his address for our full membership. 


Economy Now Being Practised 


“Because of competition with each 
other, it is evident the companies as a 
whole are being administered with all 
possible economy. No company can con- 
tinue to exist with an expense ratio ma- 
terially in excess of its competitors. Any 
demand from state supervising officers 
that the acquisition cost, the most im- 
portant factor of the expense ratio, be 
reduced can be justified only in the few 
so-called excepted cities. It is to be 
hoped that means may be found better 
to control the commission cost in these 
cities. Outside of them in bureau ter- 
ritory it is difficult to see how the aver- 
age company’s expense ratio can be re- 
duced. 

“The continued high loss ratio in many 
states, therefore, makes it evident that 
the business in those states can be 
placed on a profitable basis, not by any 
rational reduction of expense, but by an 
increase of rate. Unfortunately, in some 
of these states political expe diency has 
dictated an unreasoning opposition to 
any rate increases, however, meritorious. 
In hopelessly unprofitable territory and 
on classes that have for years been 
written at a loss, proposed rate ad- 
vances are halted by legal injunctions. 
Justice cannot be expected from insur- 
ance officials who are unwilling to per- 
mit the advance of the cost of insurance 
to their constituents, no matter how 
clearly the necessity for such advances 
may be proved. Companies, however, 
cannot be expected to operate at a loss, 
and when necessary litigation must be 
initiated and carried through to secure 
necessary increases, 

“A considerable saving may be ef- 
fected by full co-operation on the flat 
cancellation rule. We herewith approve, 
also, the president’s suggestions as to 
closer collection of agency balances. 

To Reduce Number of Forms 

“Most of us were surprised by his 
Statement that 103 forms of policy con- 
tracts are in use in bureau teritory. 
We recommended that the bureau adopt 
his suggestion that a committee be ap- 
pointed to confer with any committee 
from any other org: unization having con- 
current jurisdiction to give consideration 
to this subject. 

“We concur in his opinion that our 
troubles would be lessened if the public 
knew more about our business. It would 
therefore be desirable that we seek op- 
portunities to present our case to such 
representative bodies as the Rotary, Ki- 
wanis and commercial clubs and kindred 
organizations. 

“In the final analysis taxes must be 
added to premiums in any given terri- 
tory. The provident who insure their 
Property are consequently being taxed 
for the benefit of the improvident. If 


FIRE PREVENTION ADVT. 


Sixteen Companies Run Full Page Dis- 
play in Journal of Commerce in 
Plea to the Public 
Sixteen leading fire insurance com- 
panies last Friday united in publishing 
a full page advertisement in the New 
York “Journal of Commerce” vividly 
calling attention to Fire Prevention 
Week and calling on the public to save 
life and property by trying to remove 
the causes of fire. One of the most strik- 
ing sentences pointed out that while “In- 
surance protects against money loss due 
to fire, it does not prevent the destruc- 

tion, the economic loss.” 

The following companies co- -operated 
with the “Journal of Commerce” in run- 
ning the advertisement: Agricultural, 
American of Newark, American Equit- 
able, Automobile, Fireman’s Fund, Globe 
& Rutgers, Great American, Hanover, 
Knickerbocker, Liverpool & London & 
Globe, London & Lancashire, London & 
Scottish, National Union, New York 
Fire, Northern Assurance and the Tokio 
Fire & Marine. 


MADE CAMDEN MANAGER 

The Franklin Fire has appointed 
Jesse W. Teese, for the past five years 
witn that company as counterman, man- 
ager of the Camden branch office. Mr. 
Teese succeeds Norman B. Stinson, who 
has resigned to enter the local agency 
field in Camden. Mr. Teese was asso- 
ciated with the Philadelphia office of the 
Fidelity & Casualty previous to joining 
the Franklin. The Camden office of the 
Franklin Fire is a service office for Cam- 
den and South Jersey agents and brok- 
ers. 


ATTEND MARSHALS’ MEETING 


Among those who attended the Fire 
Marshals’ Association convention in 
Memphis this week were Dana Pierce, 
president of the National Fire Protection 
Association, and Secretary Franklin H. 
Wentworth. Mr. Pierce spoke on the 
subject of the field engineering service 
of the N. F. P. A. in which the fire mar- 
shals of several states are already en- 
thusiastically cooperating. As the next 
convention of the N. F. P. A. is to be 
held in Memphis in 1927, Mr. Pierce 
called a meeting of the program commit- 
tee of the association during the con- 
vention. 








BROKERS AID PREVENTION 

The General Brokers’ Association of 
Metropolitan District Inc., in accordance 
with one of its principal objects remind- 
ed its members that the annual observ- 
ance of Fire Prevention Week was of 
vital importance not only to the welfare 
of their own interests in their relation- 
ships with companies, but also to the 
public at large and to their clients in 
particular. 


AGENT UP FOR OFFICE 


Robert S. Hudgins, fire insurance local 
agent of Richmond, Va., is being men- 
tioned for appointment as educational 
director of the state department of game 
and inland fisheries. He was one of the 
candidates for executive secretary of the 
department in the recent contest for that 
office. He is well known to radio audi- 
ences for his talks on game conservation. 








this fact were made clear by additional 
publicity we might have a.better chance 
of securing tax decreases. 

“Loose underwriting and excessive de- 
sire of companies for volume, regardless 
of quality, bring automatic penalties. It 
is gratifying to note the improvement in 
underwriting, which is seemingly better 
today than it has been for several years. 

“We approve the president’s thought 
that employes of companies who have 
been engaged i in reducing rates might be 
better utilized in making inspections. 

“The bureau has passed through a 
trying period. Its principles, if upheld 
by its members, will make for the bet- 
terment of our business, and we echo 
our president’s appeal for this continued 
loyal support of its membership.” 


pet the BestinTHEWORLD NY) 
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Young Agents Fiancee (teasingly): Do you 
believe in signs 2?” 

Young Agent (fervently) :“ Ido in that one - that 
lalways Get the Best in THE WORLD.” 
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VEAZIE VICE-PRESIDENT 


Officer Of Darton Pensssteds Native 


New Englander And Has Specialized 
In Marine Insurance 
Marcellus M. 
ly promoted from the position of assist- 
to vice-president of the 
New England. He 


Veazie, who was recent- 
ant secretary 
Boston, is a native of 


was born in Islesboro, Maine, and spent 
his early days on merchant ships in the 
Mediterranean, South American and 
coastwise trade. In 1899 Mr. Veazie 
was graduated from the University of 
Maine. He entered marine insurance in 
an agency and brokerage office in Bos- 
ton in 1901, 

Mr. Veazie went with the Boston in 
1911 as special agent for automobile and 
marine lines. His duties in the field in- 
cluded automobile adjusting, marine ad- 
justing and salvage work. He became 
assistant secretary of the Boston in 
1922. 


MICHIGAN AGENTS MEETING 


Speakers at the annual meeting next 
week of the Michigan Association of In- 
surance Agents will include such promi- 
nent insurance men as Charles R. Street, 
vice-president and Western manager of 
the Great American; Edward C. Stone, 
United creme peo of the Employ- 
ers Liability; G. H. Markham, St. Louis, 
former eect Po of the National Asso- 
ciation of Insurance Agents; Spencer 
Welton, vice-president of the Fidelity & 
Deposit; and A. A. Klinko, of the head- 
quarters staff of the National Associa- 
tion of Insurance Agents. 


Dibble & Fee, Inc., New York City, 
general insurance agency, brokerage and 
adjustment business, has been chartered 
at Albany with $1,000 capital. Robert 
F. Dibble, 3820 Waldo Avenue, River- 
dale; Stanley J. Fee, 132 North Broad- 
way, Yonkers; James A. Sullivan, 101 
West 52nd Street, New York City, are 
directors and subscribers. Neil H. Van- 
dewater, 233 Broadway, New York City, 
is attorney for the corporation. 
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FIRE PREVENTION AWARD 

There is every indication of a keen 
rivalry among the fire departments of 
Hudson County, New Jersey, for the pos- 
session of the Stecher Cup, which has 
been offered for competition by the Hud- 
son County Safety Council to the fire 
fighters. The prize will be awarded each 
year to the department showing the 
greatest percentage of fire reduction loss 
and will become ‘the permanent posses- 
sion of the department winning it three 
times, but not necessarily in succession, 
The cup is solid silver, mounted on an 
onyx base. It is in the sh: ape of an in- 
verted fireman’s horn and the handles on 
either side form the initials F. D. It 
bears the following Biblical inscription: 
“If fire break out, and catch in thorns, 
so that the stacks of corn be consumed 
therewith, he that kindled the fire, shall 
carely make restitution.” Exodus 22-6. 
A committee headed by Harvey Nelson 
of Jersey City, chairman of the Fire Pre- 
vention Committee of the Underwriters’ 
Association, will determine the exact 
basis upon which the award is to be 
made. 


BETHUNE IS REELECTED 

Cecil Bethune of Ottawa, was last week 
re-elected president of the Ontario Fire 
& Casualty Insurance Agents’ Associa- 
tion at the Toronto convention. Other 
officers elected were Charles Priestman, 
of Toronto, secretary-treasurer, and 
the ~~ vice-presidents. These include 
A. W. Bell, W. J. Burns, C. H. Denton, 
Spy 1. Truman, C. A. Boehm, W. "ys 
Lillie, H. E. Rose, George Orr and D. F. 
& ameron. 


NEW FIRE INSURANCE COURSE 

The new fire insurance course which 
started in the Buffalo Y. M. C. A. last 
Monday evening, is open to both men 
and women, and is said to be a practical 
course, covering the fundamentals of the 
business, including standard policy and 
policy forms, rate making, loss adjust- 
ments, inspection and salesmanship. W. 
E. Boyd, Jr, has been appointed in- 
structor for the course, 





METHANE FLAMES AND HELIUM 


Helium has been proved to be more 
extinctive of methane flames than ar- 
gon, in the course of experimental work 
conducted at the Pittsburgh, Pa., sta- 
tion of the Bureau of Mines, Depart- 
ment of Commerce. The expcrime nts 
were conducted in the course of an in- 
vestigation on the influence of black 
damp on the limits of inflamability of 
fire damp (methane) in air. Volume 
for volume, carbon dioxide exceeds ni- 
trogen in its extinctive action on flame, 
an effect which is gencrally attributed 
to the higher molecular heat capacity 
of the former. Argon, a gas of lesser 
heat capacity than cither, proved to have 
less extinctive action. 


HONOR HENRY MANN 


Henry Mann, deputy general manager 
of the Commercial Union, a few weeks 
ago completed fifty years of service with 
the company at the head office at Lon- 
don. Many gifts were presented to Mr. 
Mann, and the talks which were part 
of the ceremony left no doubt in Mr. 
Mann’s mind as to the honor, esteem and 
affection with which he is regarded by 
his colleagues. During Mr. Mann’s stay 
with the Commercial Union the company 
has enjoyed its greatest growth. 


“FREE INSURANCE” BUREAU 

Insurance Superintendent James A. 
Beha this week notified all the fire com- 
panics to furnish the necessary data to 
the Central Bureau of the New York 
lire Insurance Exchange which will co- 
operate with the Department in redue- 
ing “free insurance.” The Central 
Bureau will begin to function about No- 
vember 1. Affidavit reports will be re- 
quired from all the companies. 


RHODE ISLAND AGENTS 

Hoey & Ellison have been appointed 
New York metropolitan agents for fire 
and allied lines by the Rhode Island. 
As part of the arrangement Hoey & 
Ellison have resigned the Merchants of 
Providence, the latter company being 
one of the Rhode Island group. 


VIRGINIA CLUB MEETING 


Several speakers will appear on the 
program at the annual mecting October 
14 at Natural Bridge, Va., of the Fire 
Insurance Field Club of Virginia. They 
include T. Alfred Fleming, head of the 
conservation department of the National 
Board of Fire Underwriters; W. F. Dun- 
bar, manager of the South Eastern Un- 
derwriters’ Association; A. M. Schoen, 
chief engineer of the S. E. U. A.; L. L. 
Hunicutt, secretary of the S. E. U. A. 
committee ort sprinklered risks, and E. 
Wright Spencer, manager of the Virginia 
Inspection and Rating Bureau. 


eines SUCCEEDS WILSON 

Wilson, chief investigator of the 
Peasibenn insur: ance Department, has 
resigned, effective October 29, This step 
followed the order of Insurance Com- 
missioner Einar Barfod for Mr. Wilson, 
stationed at Philadelphia, to report to 
Harrisburg. Harry Ritter, a veteran in- 
vestigator of the Insurance Department, 
sticceeds Mr. Wilson as chicf investi- 
gator. There are rumors of further 
shake-ups in the personnel of the de- 
partment and the possible consolidation 
of some of the branch offices. 


RUN ‘NEWSPAPER ADS 


Dow & Pinkham, insurance agents of 
Portland, Maine, have recently been run- 
ning several large advertisements in a 
daily ne wspaper in Portland pointing out 
the superiority of stock insurance over 
mutual cmrenige. 


: H. LABELLE RETURNS 


J. H. Labelle, manager for Canada for 
the Roy: il, has returned to Montreal fol- 
lowing a trip to Kurope where he visited 
the head office of the company in Liver- 
pool. 


TO NOMINATE OFFICERS 


Officers will be nominated at the next 
meeting. of the General Brokers’ Asso- 


ciation of the Metropolitan District, Ine. 
The time and place of the meeting will 
be decided upon later. 
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Sprinkler Equipment 
Can Be Financed Now 


ACQUISITION Is ~ MADE EASIER 


Cost Resistance to othe Now Being Over- 
come Through Partial Payment, 
Premium Saving, Plans 
It is estimated that over 100,000 busi- 
ness establishments in this country are 
now protected by automatic sprinkler 
type or another and the 
number is increasing steadily. The one 
big resistance to installation in the 
even though the value of 
such equipment in reducing the fire haz- 
ard was admitted. Now finance and in- 
stallation companies are handling the ex- 
penses of sprinkler equipment and mak- 
ing it easy to purchase such protection 
just as the way has been opened for 
the’ easy acquisition of automobiles 
through finance companies. 
Local agents and brokers 
point out to their assureds 
not got automatic sprinkler 

but who should have them that: 

1. The fire danger in any and_ all 
buildings can be reduced about 90 per 
cent. by the installation of automatic 
sprinklers equipment. This means that 
when fire comes, it will be extinguished 
before it has a chance to grow large 
enough to do serious damage. 

2. Future profits that all business men 
count upon are seldom lost by reason of 
fire after sprinklers are installed. 

3. Tire premiums become less by from 
50 to 90 per cent. after automatic pro- 
tection is provided. 

4, These premium savings will pay the 
owner from 15 to 50 per cent. yearly on 
the amount invested in sprinkler equip- 
ment. 

Letting Premium Savings Pay Cost 

5. If the owner doesn’t wish to with- 
draw cash capital from his business to 
pay for the installation of sprinklers, the 
premium savings will pay the entire cost 


systems of one 


past 


was the cost, 


ought to 
who have 
equipments 


within from four to seven years, after 
which the owner can pocket the annual 
saving himself. 


6. And last, 


; 1 but as important as any, 
is the fact 


that sprinklers prevent de- 
structive fires, thereby preserving the 
courage that usually leaves a man when 
he sees his plant destroyed. 

The man to tell the unprotected own- 


er why he should install sprinklers-—how 
much they will do for him and how 
easily they can be acquired—is the agent 


or broker now handling his insurance af- 
fairs. The client relies upon the latter’s 
advice, and will listen to suggestions he 
makes. If the agent fails to counsel 
him on a matter as important as sprink- 
ler equipment, some competitor will; and 
thereafter the owner is apt to appreci- 
ate the latter’s recommendation so great- 
ly that his insurance patronage will go 
along with his appreciation. 

Apropos the statement that sprinkler 
protection is easily acquired, the agent 
should be able to explain to his client 
that this can be done in either of two 
ways. First, by direct purchase, paying 
for installation of the system out of 
capital of the business, or by borrowing 
from a local bank. As soon as sprink- 
lers are installed, insurance companies 
will reduce the rate to such an extent 
that the owner thereafter will earn from 
15 to 50% a year on the investment. 
This hich yield is more than the average 
business earns, and certainly it is more 
than the percentage rate the property 
owner would have to pay the bank for 
loan of the necessary amount. Bankers 
are educated to the value of sprinklers 
as security against fire losses, incidental- 
ly, and are inclined to look with favor 
on loans to companies whose business is 
safeguarded against interruption. 

Finance Companies Established 

Owners not disposed to divert funds 
from their working account nor add to 
their bank obligations to finance the in- 
Stallation of sprinklers, but whose credit 
1s good, can secure the system without 
Investing a cent of their own money. 


This is possible by reason of the fact 
that the large and steady saving in in- 
surance premiums from automatic pro- 
tection has resulted in the establishment 
of several finance and installation com- 
panies who put in the sprinklers and 
take their only compensation out of the 
premium savings of a few years without 
disturbing in any way the owner’s for- 
mer insurance relations. 

Remembering that the insurance rate 
is reduced from 50 to 90% after sprink- 
lers are installed in a building, the plan 
is simply this: The owner of the build- 
ing continues to pay the equivalent of 
the insurance premium he has been pay- 
ing right along. The company which has 
paid for and had the system installed 
takes the difference between the sprink- 
lered and unsprinklered rate for a stated 
number of years. Actually this plan en- 
ables the sprinkler system to pay for it- 


self. Later, after it has “paid its own 
way,” and paid the installation company 
a profit, it belongs to the owner of the 
building, who continues thereafter to 
profit directly through low-cost insur- 
ance. 


These are facts unsprinklered proper- 
ty owners should know; and any agent 
who fails to tell them to his own par- 
ticular clients is not performing the ser- 
vice expected of an up-to-date insurer. 


ON TRIP AROUND WORLD 


Howard S. Nulton, who recently re- 
signed as special agent for the Niagara 
in Virginia and West Virginia, after 
thirty years’ service with the company, 
has sailed on a tour which will take him 
around the world. 


E. HARRIS WEAVER DIES 
E. Harris Weaver, of New Haven, 
Conn., who for many years represented 
the Security and the Providence-Wash- 
ington on marine surveys, died Saturday 


at his home in that city. 


GETS CAMDEN FIRE 


H. T. Higinbotham, Inc., of New Or- 
leans, La. has been appointed general 
agent for the Camden Fire of Camden, 


An insurance man says his company 
recently took on a new office boy who is 
a wonder. A man came into the office 
the other day and asked: “Can you in- 
sure the immortal soul?” 

“T don’t know,” the kid replied, “but 
if you will wait just a minute I will ask 
the manager of the fire department.”— 
Cincinnati Enquirer. 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 

ANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


staeiaies ty ey CLARK, Vice-President 
HOLLMA Secy. 
ae 2 CoIBERS ON, "Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howle, Jarvis & Wright, Inc., Gen’l Agts. 
Metropolitan District 
81 JOHN STREET NEW YORK 














INSURANCE 
HARRY C. FRY, Jr., President 
307 FOURTH AVENUE PITTSBURGH 
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“America Fore” 


NEW YORK 





To offset this, 


CHICAGO 


‘“Well-we’re insured” 


BUT— 


while complete insurance will cover the building and contents 
loss, rendering the actual cost of rebuilding easier, fire always 
delivers far more insidious blows. 
temporary suspension of business involving loss of orders and 
customers, damage to credit through destroyed collateral—all 
these come with fire while much overhead continues. 
fire sends many a firm to the wall. 


FIRST AMERICAN 


FIRE INSURANCE COMPANY 


INCORPORATED 1925 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


ERNEST STURM,Cnainman oF THE Boaan. 
PAUL L.HAID, Paresioenr, 


CASH CAPITAL — ONE MILLION DOLLARS 


MONTREAL 


Loss of life or serious injury, 


the progressive insurance agent sees that his 
client is protected by enough insurance of the right kinds. 
to protect the reputation of his own agency he places the insur- 
ance in strong companies like the First American, whose willing- 
ness to pay all just claims promptly and in full recommends First 
American policies wherever insurance protection is required. 


No wonder 


And 


SAN FRANCISCO 














Files Answer to 
Chrysler Briefs 


IN THE U. S. SUPREME COURT 


Wisconsin Sanmninns Dept. States Rea- 
sons for Belief That Wholesale 
Auto Scheme Is Illegal 
The Wisconsin Insurance Department 
has filed in the Supreme Court of the 
United States its reply to the brief re- 
cently filed by the Chrysler Sales Cor- 
poration in the case to be heard _ this 
month to decide whether the Chrysler- 
Palmetto wholesale insurance plan is il- 
legal because Chrysler automobile agents 
act as insurance salesmen without li- 

censes while selling their cars. 

Attorney General Herman L. Ekern of 
Wisconsin and Walter H. Bennett, coun- 
sel for the National Association of In- 
surance Agents, collaborated on the brief 
just submitted on behalf of the Wiscon- 
sin Insurance Department. One of the 
questions now before the Supreme Court 
is: What is the difference, so far as vio- 
lating the law is concerned, between 
Chrysler’s giving an insurance _ policy 
with each car sold, and, as a: sales in- 
ducement, filling the radiator with boot- 
leg whiskey? 

It will be remembered that Chrysler 
lost all the injunction suits now appealed 
to the Supreme Court, brought in the 
Federal Courts of Wisconsin, Ohio and 
Maine. The Federal District Constitu- 
tional Courts decided respectively in 
these States, that the operation of the 
Chrysler-Palmetto scheme of wholesale 
automobile insurance was being carried 
on in violation of insurance statutes and 
resident agency laws. They refused to 
enjoin the insurance commissioners in 
these three States from interfering with 
this insurance scheme. Thereupon the 
Chrysler Sales Corporation and its deal- 
ears, parties to the suits, appealed from 
the decision; and the cases are now be- 
fore the Supreme Court for final dis- 
posal. 

What Brief Sets Forth 

The anti-Chrysler brief sets forth the 
Wisconsin laws governing the operations 
of insurance companies and agents, dif- 
ferentiates between insurance and com- 
merce, discusses what constitutes doing 
business by an insurance company, de- 
scribes the police power of the States 
over foreign corporations, argues for the 
necessary and proper State control and 
supervision of insurance, points out that 
the litigated Chrysler-Palmetto matser 
policy is not a complete Michigan con- 
tract as claimed by Chrysler, and cites 
numerous authorities for all these and 
other contentions. 

From the facts in the case there are 
submitted to the Supreme Court the fol- 
lowing four contentions on the part of 
those opposing this scheme of insurance 

The general plan of operation as sd 
scribed by the attorneys for the defend- 
ant is: 

“In order that the purchaser of a car 
may have the benefit of this insurance, 
it is necessary that there shall appear an 
intermediary in the person of an auto- 
mobile salesman. This salesman must at 
some time during the sale of the car 
represent to the purhcaser that the sale 
of the car includes insurance. He na- 
turally advances this as one of the rea- 
sons for the purchase of a Chrysler car. 
He holds that out as an inducement not 
possessed by other automobile manufac- 


turers. This must have been the main 
reason the Chrysler Sales Corporation 
had in view when it launched the 
scheme. 


“When a Chrysler dealer sells a car 
in Wisconsin, several things have to be 
done in order to bring this insurance 
into force. No citizen of Wisconsin can 
obtain one of these insurance certificates 
on property that he owns on his own ini- 
tiative. The first movement will come 
from a Chrysler dealer who approaches 
a citizen of Wisconsin for the purpose 
of selling him a car. This is the first 
actual moving part of a contemplated 
contract. The dealer will have to per- 
suade . citizen of Wisconsin to buy a 
car.. The purchaser will himself have to 








take a part in this movement. He will 
have to agree to accept the proposition 
of the dealer and, in addition, will have 
to agree to pay the price asked. 
Contract Complete in Wisconsin 
“The offer to sell on the part of the 
dealer and the agreement to buy on the 
part of the purchaser, together with his 
agreement to pay a stipulated price, con- 
stitutes a full, definite and completed 
contract, every step in which must trans- 
pire and be effective in the State of Wis- 
consin. Somewhat wrapped up in this 
contract of sale and purchase 1s the in- 
surance certificate which passes as a part 
of the property sold to the purchaser and 
for which the purchaser agrees to and 
actuallly does pay as a part of the con- 
sideration for the entire purchase. his 
is true even though the premium for 
this insurance may have been paid in the 
first instance by the Chrysler Sales Cor- 
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poration. While Chrysler voluntarily 
pays this premium to the insurance com- 
pany, after he has received it from the 
distributor or dealer, nevertheless the in- 
surance premium is included in and is a 
part of the final and ultimate purhcase 
price paid by the purchaser. 

“The transaction is not yet complete. 
The automobile salesman is then re- 
quired to report the sale and the name 
and address of the purchaser to the 
Chrysler Sales Corporation and then to 
the insurance agents in the State of 
Michigan. This reporting movement is 
also a necessary part of the completed 
contract and is wholly performed in the 
State of Wisconsin, and is absolutely re- 
quired in order to bring the certificate 
of insurance into existence The dealer, 
therefore, sells cars and insurance at one 
stroke. | Without him, the insurance 
would not and could not be effected un- 
der this plan of doing business.” 


MARINE FIRE HAZARDS 


The 1926 edition of the regulations on 
marine fire hazards is now being printed 
by the National Fire Protection Associa- 
tion and will shortly be ready for dis- 
tribution. This pamphlet includes the 
subject matter of the 1923 edition re- 
vised by subsequent action of the Asso- 
ciation and includes the appendices 
which were previously published  sep- 
arately. 





T. Alfred Fleming, head of the con- 
servation department of the National 
Board of Fire Underwriters, who was 
born in Canada, was a speaker last week 
at Toronto at the annual convention of 
the Ontario Fire & Casualty Insurance 
Agents Association at the Pringe George 
Hotel. He told how the local agent can 
help reduce the great fire losses of Can- 
ada and the United States. 





FIRB 





[No. 1} 


Stand Back 
of Your 
Fire Chief 


He is the logical man to 
guide and direct local fire 
prevention activities. It 
is his business to know 
what causes fires, how to prevent them, 
how to extinguish them. He is, or should 
be, the best authority on mains, hydrants, 
fire-fighting equipment, and many other 
factors entering into our shameful burning 
ratio. Co-operate with your fire chief and 
every organized movement to reduce the 


loss of life and property by fire. Practice 
fire prevention. 


FIREMAN’S FUND 
INSURANCE COMPANY 


AUTOMOBILE 
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Criticize Essentials chaser did not know he was giving such —== 


Of Wholesale Covers 


CANADIAN DEPT HEADS ACT 
Report Recommends Policy to Each Car 
Buyer; Payments to Buyers and 
Written Applications 
Canadian insurance superintendents 
have come to some definite conclusions 
with regard to the wholesale insuring 
of automobiles bought on time payments 
through finance corporations, and these 
conclusions contain some severe criti- 
cisms of present practices. In its re- 
port to the recent convention of Pro- 
vincial Insurance Superintendents at 
Victoria, B. C., the committee on whole- 
sale automobile insurance recommended, 
after nearly a year’s study of conditions, 
that: all losses be adjusted directly with 
car purchasers, instead of with accept- 
ance corporations; that each car owner 
secure a separate policy stating that his 
car is protected against automobile fire 
and theft insurance, instead of merely a 
certificate, and that a written application 
from each car purchaser must be secured 
before the wholesale insurance can be 

applied to the car. 

This committee also investigated the 
reported discriminations in rates between 
those insured under wholesale covers and 
those who purchased single policies. It 
was found that the financed purchaser 
secured the benefit of a lower rate oft- 
entimes because wholesale covers were 
offered at cut rates, while the cash pur- 
chaser of a car had to pay the full pre- 
mium. This evil has been largely eradi- 
cated now, according to the committee. 

Meet Objections of Enforcing Laws 

The committee was formed as an out- 
growth of a conference held in January 
between members of the Canadian in- 
surance department and prominent com- 
pany underwriters, agents, automobile 
manufacturers and finance company rep- 
resentatives. The Chrysler, General 
Motors, Studebaker and other plans 
were studied. As the result of the in- 
formation accumulated the following rec- 
ommendations were made included in the 
committee’s report to the convention: 

The problems involved and the impor- 
tant findings of your committee are de- 
scribed in the memoranda appended to 
this report. The most important find- 
ing is that most of the present problems 
can be solved by a strict enforcement of 
the existing law. Your committee is sat- 
isfied that the major objections to 
wholesale automobile insurance can be 
met by a strict enforcement of the law, 
subject to certain minor amendments. 

The points of chief importance will 
now be discussed seriatim. 

1. Written Application: It is essen- 
tial that purchasers of cars should sign 
a written application for i = This 
is not only required by the law but is 
equally vital in the company and public 
interest. Heretofore the automobile 
dealer or the finance corporation, and 
sometimes the insurance agent, have 
signed such applications on behalf of the 
purchaser without any written authority 
to do so. Your committee is of opinion 
that not only should a written applica- 
tion be secured, but that it should be 
signed by the purchaser himself or by 
some person authorized in writing apart 
from the insurance agent or the accept- 
ance corporation of the automobile deal- 
er. In ymany cases it appears to have 
been the practice for the finance corpora- 
tion to secure from the purchaser a blan- 
ket power of attorney to sign such writ- 
ten application for insurance as part of 
the conditional sales contract. The pur- 


a blanket power of attorney, and thus 
put himself in the way of being seri- 
ously prejudiced in the event of litiga- 
tion, by his attorney making representa- 
tions in the written application which 
were untrue or misleading. This situa- 
tion has been corrected by the amend- 
ments to the Ontario law which are rec- 
ommended by your committee for enact- 
ment in other provinces. 

There is ample evidence that most in- 
surers having these finance accounts have 
adjusted their business practice to the 
new requrements and are now securing 
a written application form signed by the 
individual purchaser of cars on the in- 
stalment plan in accordance with the 
statute. 

Policy for Each Car Owner 

2. The Contract: Your committee 
found upon investigation that many in- 
surers had negotiated a so-called “mas- 
ter contract” with the finance corpora- 
toin and then proceeded to deliver so- 
called “certificates of participation” to 
the purchasers of individual cars. In 
fact, this was the usual practice and not 
infrequently the purchaser did not even 
receive the certificate because it was re- 
tained by the acceptance corporation. 
Sometimes these certificates included the 
statutory conditions and sometimes they 
did not. In almost every case the loss 
was payable to the finance corporatoin 
and not wholly or partly to the individ- 
ual purchaser, notwithstanding the in- 
creating equity being secured by the indi- 
vidual purchaser through the payment of 
his instalments. Further, such certifi- 
cates rarely stated the premium for the 
insurance which they had paid as part 
of the purchase price of the car, 

Your committee, after discussion with 
the committee of underwriters nominated 
at the January conference, concluded 
that not only was the practice so de- 
scribed a contravention of the existing 
law in more than one particular, but that 
it was unnecessarily so that there was 
no reason why the statute should not be 
strictly complied with; in fact there was 
every reason why the strict letter of the 
law should be followed with respect to 
contracts of this character.. Your com- 
mittee accordingly advised the insurers 
that there was no statutory authority for 
the existing practice of issuing these so- 
called certificates of participation and 
that the only instrument contemplated 
by the law was a self-contained policy 
which must be delivered to individual 
purchasers and which must be completed 
in accordance with the provisions ot sec- 
tion 166 of the Ontario Act and the com- 
parable provisions in other Acts. The 
individual purchaser pays the insurance 
premium to the insurer through the 
finance corporation and he is entitled to 
a complete contract of insurance which 
must include a copy of the written ap- 
plication or such part thereof as is ma- 
terial to the contract, statutory condi- 
tions, the rate of premium charged, and 
the other material required to be in- 
cluded in contracts of automobile insur- 
ance. 

Loss Payments Indefensible 

In this connection an important con- 

sideration has recently come to the at- 
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tention of your committee. The prac- 
tice which still exists of m: aking the loss, 
if any, payable solely to the acceptance 
corporation is indefensible. Take a con- 
crete case for example: Mr. “A” pur- 
chases a Ford car upon the instalment 
plan for $800, paying $200 —s and sign- 
(Continued on Page 
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Bennett Replies To 
Lawyers’ Objections 


(Continued from Page 15) 
rule governing such membership must 
be universal in its application and justly 
and fairly applicd; then each person 
would be governed by the same stand- 
ards and hable to the. same disciplinary 
measures. 

“If a state can, by act of 
ture, delegate the power of issuing in- 
surance agents’ licenses to a state insur 
ance board as the State of Oklahoma has 
done; and if such an act is constitution- 
al, as has been declared by the Supreme 
Court of your State, then there appears 
to be no good reason why the legisla- 
ture of Oklahoma could not delegate the 
same power to be exercised in the same 
way to a legally organized and created 
state association. The mere fact that in 
one case the power is delegated to three 
persons and in the other case to three 
hundred persons would not per se make 
one legal and the other illegal. 

“If in the one case the Fourteenth 
Amendment to the Constitution of the 
United States has not been violated, then 
I cannot see that it would "be violated in 
the other case. 

“Of course, ‘no state shall make or 
enforce any law which shall abridge the 
privileges or immunities of citizens of 
the United States; nor shall any state 
deprive any person of life, liberty or 
property without due process of law, nor 
deny to any person within its jurisdic- 
tion the equal protection of the laws.’ 
That is the Fourteenth Amendment of 
the United States Constitution about 
which we hear so much. In Oklahoma 
your Supreme Court has said that your 
legislature may pass a law creating a 
State Insurance Board and provide for 
the regulation and control of rates and 
the granting and revoking of insurance 
agents’ licenses, without infringing upon 
rights given by the Fourteenth Amend- 
ment of the United States’ Constitution. 


its legisla- 


Calls Opinions Irresponsible 


“Insurance editors and writers, and 
lawyers from whom curbstone opinions 
are sought, sometimes express their opin- 
ion without a {ull knowledge of the 
facts in the case. Such a practice is 
dangerous because 
erroneous conclusions, 

“One New York lawyer as quoted in 
The Eastern Underwriter, cites a New 
York case which holds an act of the leg- 
islature of that State invalid because it 
sought to confine the licensing of an 
agent or broker to those who were full- 
time insurance men. The New York 
Court, while conceding that in a_busi- 
ness affected with a public interest as is 
insurance, the legislature may require 
certain reasonable conditions to be com- 
plied with before a license can be is- 
sued, held that a purely arbitrary re- 
striction, such as devoting one’s entire 
time to the insurance business and pro- 
hibiting a citizen from engaging in any 
other business; was an arbitrary power 
and void. The integration plan now un 
der consideration contains no such arbi- 
trary power. Any law which is intended 
to reach the object sought must be free 
from arbitrary powers and must not de- 
ny the equal protection of the law to 
any person. 

Judge Conn‘s Contention 


“The distinguished 
insurance of the State of Ohio, who is 
also the president of the Insurance Com- 
rer eh Convention and a_ former 
judge of the Supreme Court of that 
State, in his admirable and splendid re- 
view of this question before the National 
Association at its last annual convention, 
referring to the class of agents that mis- 
represent our business, said: ‘The in- 
competent and unworthy must be driven 
from the temple.’ There is not a for- 
ward looking, right thinking, square 
shooting insurance agent, or insurance 
executive, or insurance commissioner, in 
this country who will not agree with 
that statement. 

“Judge Conn, in discussing an integra- 
Gon plan further said: ‘If the suggested 
venture be criticized as a departure from 
present methods, admittedly the answer 


superintendent of 


it is likely to lead to, 


SAVING FILMS FROM FIRE 


Rates Run Seem tient 28 Cents to 


$4.00 a Year; Floater and 
Transit Policies 


The necessity for the constant prac- 
tice of fire prevention is reflected in the 
fire insurance rates upon buildings con- 
taining film, say the Film Boards of 
Trade. various studios, 
tories and vaults are 
surance by schedule. 


These labora- 


rated for fire in- 
The schedules are 
applied after careful inspection by a rat- 
ing bureau acting for the insurance com- 
panies. 

The rate fixed depends upon the loca- 
tion and conditions, such as the type of 
building, and whether or not the prem- 
ises are equipped with an automatic 
sprinkler system. These rates range 
from about twenty-eight cents to nearly 
four dollars a year. 

Fire insurance companies also issue a 
form of “floater” policy, covering nega- 
tives in the course of production, from 
the time the picture is taken, either in 
the studio or on location, and which is 
in effect continuously thereafter, until 
completion of the picture, against all 
risk of physical loss or damage. 

In California they have at the present 
time fixed a definite rate of about one 
dollar and twenty cents per one hundred 
doliars for this type of policy, which 
rate would apply only if the best type 
of studio, laboratory or vault were used, 
that is, those which are of the most 
modern construction. 

Similar rates have also been used for 
productions in the east. 

For insurance on negatives in transit, 
it is necessary to declare to the insur- 
ance companies the full value of the 
negative. If a negative were to be sent 
from New York to Bound Brook, N. 
for instance, the lowest rate obtainable 
would be about five cents for the trip. 
On a longer journey, say from New York 
to Los Angeles, the rate would be ap- 
proximately twelve and one-half cents. 


G. R. DETTE SPEAKS 

G. R. Dette, secretary-manager 
Insurance Federation of Pennsylvania, 
spoke last week before the Rotary Club 
of Bethlehem, Pa., on “Fire Prevention.” 


of the 








must be in the affirmative; if this be the 
only criticism, then, indeed, there is no 
criticism, for such a logic would have 
paralyzed at its inception every forward 
step heretofore taken in the world.’ 

“The entire suggestion for the inte- 
gration of the American Agency System 
needs to be carefully considered and 
closely studied. Let us direct toward it 
such a conscientious and constructive 
criticism as will thoroughly dissect the 
scheme and see whether or not it is 
practicable and applicable to the ills now 
in the business, largely brought and 
maintained there by the horde of incom- 
petent, ignorant and unworthy men now 
holding certificates of appointment from 
the insurance companies of this coun- 
ry. 


BECOMING A JOKE 


So Says Organ of the Reciprocals in 
Discussing Ease With Which Lloyd’s 


Are Formed in Illinois 


Discussing the large number of new 
Lloyd’s being formed in Illinois, “The 
National Insurance Journal, organ of the 
reciprocals, says: 

“It seems that the incubator in IIli- 
nois is working overtime as new Lloyds 
are constantly being hatched out. The 
latest to be reported is one called the 
3ankers’ Lloyds, which. is to be estab- 
lished in Chicago. It is not known what 
line of business this new organization 
will insure. 

“Another one is hatched out at Eure- 
ka, Ill, and is being launched by Dr. 
A. FE. Braden. The line it will handle 
has not yet been announced. 

“The business of Lloyds in Illinois has 
become a joke on the system of insur- 
ance and no doubt at the coming session 
of the Illinois General Assembly a law 
will be passed which will fix the statutes 
so that the Tlinois Department can su- 
pervise and license them just the same 
as it does other systems of insurance.” 


PLAN RADICAL CHANGES 


President Harold V. Smith, of the In-.- 


surance Society of Philadelphia, has sub- 
mitted to the members a plan to double 
the dues, to make radical changes in the 
physical equipment of the home of the 
Society and to improve the service to 
the membership. The dues at present 
are $10 a year, and it is proposed to 
double them. President Smith says the 
dining room has been losing money for 
some time on account of the small at- 
tendance due to the fact that the dining 
room was not able to accommodate the 
necessary number of people at the noon 
hour. 


BOOKLET AVAILABLE 


Copies of the booklet “Precautions 
Against Freezing of Fire Extinguishing 
Appliances,” recently published by the 
National Fire Protection Association 
may be secured from the headquarters, 
40 Central Street, Boston. 





Wholesale Policies 


(Continued from Page 37) 


ing a conditional sale agreement for 
$600, payable in ten monthly instalments. 
Simultaneously he pays a service charge 
which includes an amount necessary to 
cover the insurance premium and signs 
a written application for fire and theft 
coverage in the amount of $600. Loss, if 
any, under the policy payable to the ac- 
ceptance corporation. The car is burned 
(total loss) at the end of the eighth 
month, when the interest of the accept- 
ance corporation has been reduced by the 
payment of instalments to $120. The in- 
surer is in the position of being able to 
adjust the loss with the acceptance cor- 
poration without reference to the indi- 
vidual purchases whose equity in the car 
has reached $680. It is clear that the 
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loss in such cases should always be ad- 
justed with the purchaser although there 
is presumably no objection to the pay- 
ment of the loss subject to all the con- 
ditions in the policy to the acceptance 
corporation for the account of all inter- 
ests. This latter plan has been adopted 
by the Home Insurance Company in its 
contract with the Industrial Acceptance 
Corporation with general approval. 


Your committee recommends that leg- 
islation should be enacted if necessary in 
order to require that all losses should 
be adjusted directly with the individual 
purchaser of the car and that the writ- 
ten application for insurance on the pol- 
icy issued pursuant thereto should read 
accordingly. 


Discriminations in Rates 


3. Premium Rate: Possibly the most 
important consideration in connection 
with wholesale automobile insurance is 
the premium rate charged by the insurer 
and certain related phases of the busi- 
ness. It is reasonably clear that there 
is no essential difference in physical haz- 
ard between a risk represented by a car 
bought for cash and a risk represented 
by a car purchaser on the instalment 
plan. It is generally admitted that, the 
extent to which any difference in hazard 
exists should be in favor of the risk rep- 
resented by the car purchased for cash. 
The Ontario Insurance Act prohibits un- 
fair discrimination between. risks of es- 
sentially the same physical hazard in the 
same territorial classification. Speaking 
broadly, this provision would appear to 
prohibit charging a higher rate for a 
Ford car purchased for cash than for a 
Ford car purchased on time. Your com- 
mittee’s investigation disclosed the fact 
that in practically every case finance cor- 
porations had negotiated contracts with 
insurers calling for rates of premium at 
very substantial reductions (30% and 
40%) from the ordinary schedule of rates 
required to be paid by cash purchasers 
of cars. In other words, it transpired 
that one and the same insurer might 
simultaneously insure two cars of identi- 
cal age, make and type in the same 
territory, and charge the individual own- 
er of the first automobile —< 
wholly for cash, a premium of 40% i 
excess of the premium charged the “ 


ond owner who had purchased the au-, 


tomobile on the instalment plan through 
an automobile finance corporation. Your 
committee without hesitation express the 
opinion that the fixing or charging by 
any insurer of ‘any rate in connection 
with wholesale whine insurance dif- 
fering from the rate fixed or charged 
for risks of essentially the same physi- 
cal hazard in the same territorial clas- 
sification, should be regarded as a con- 
travention of the Ontario Rating Law. 
There is evidence that most insurers have 
revised their business and are now 
charging rates of premium in accord- 
ance with their filed schedules for indi- 
vidual cars. 


Local Agent Loses Out 


4. The Agent: An important consid- 
eration in connection with wholesale au- 
tomobile insurance is that many of the 
plans presently in operation, overlook 
the service afforded by the licensed in- 
surance agent. It is true that in juris- 
dictions where there exists a resident 
agency law, policies are duly counter- 
signed pursuant thereto by resident 
agents, but in practically no case does 
the local insurance agent negotiate the 
insurance with the individual purchaser 
and i in only one case that I know of, re- 
ceives any commission. 


These wholesale insurance contracts 
are usually negotiated by the finance cor- 
poration wtih the insurer through a 
prominent broker and are almost always 
national or international in character. 
The broker receives a very substantal 
commission. The policies or certificates 
are usually delivered to the purchaser by 
the acceptance corporation and in only 
one case with which I am familiar, are 
they delivered by the local agents of the 
insured. In the latter case the local 
agent receives a commission of 5%. The 
importance of wholesale automobile in- 
surance to the field force is immediately 
apparent. 
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H. K. Fowler Resigns 
As Lloyd’s Agent 


FIFTY YEARS “IN “INSURANCE 
Hes Had Notable Carcsr Mave as Un- 
derwriter for Several Marine Com- 


panies; ‘With Lloyd’s Since 1920 


H. K. Fowler, “Ployd’s settling agent 
in New York City for the last six years, 
is retiring from active work in the ma- 
rine insurance field on November 1. 
This is his fiftieth year in the marine 
business and he feels that he has worked 
sufficiently long to earn a rest for the 
years to come. Mr. lowler’s leaving will 
be deeply regretted both by the under- 
writing fraternity in New York City and 
in London and Liverpool where he has 
also hosts of friends. He plans to re- 
main in this country and undoubtedly 
will be seen often in the “Street.” 

Mr. Fowler was born in England and 
in 1877 went with the Thames & Mer- 
sey in Liverpool. He remained in the 
service of this company for over forty 
years, going through the various depart- 
ments at the home office for over twenty 
years before he came to the United 
States to take charge of the company’s 
underwriting here. In addition to the 
Thames & Mersey, Mr. Fowler repre- 
sented several other British and Ameri- 
can companies, including the Eagle, Star 
& British Dominions, Columbia, and 
others. 

In the early part of 1920 Mr. Fowler 
returned to England and resigned .his 
connections with the Thames & Mersey 
and the other companies, being succeed- 
ed by IF. H. Cauty. Mr. Fowler had 
made for himself in America an excel- 
lent reputation as an underwriter and 
marine insurance leader in general, so 
that when Captain Arthur H. Clark, who 
represented Lloyd’s in this country, re- 
signed on account of ill health, Mr. Fow- 
ler was selected to fill this position. This 
was in April, 1920. 

Successfully Represented Lloyd’s 

To represent Lloyd’s in the United 
States has always been a_ position of 
honor in the marine insurance business. 
While Mr. Fowler could do no under- 
writing, nor collect premiums nor pay 
losses, as Lloyd’s is not admitted to con- 
duct a direct insurance business in the 
United States, he has had many respon- 
sible and delicate duties to perform in 
connection with the surveying and hand- 
ling of losses. Damaged cargoes and 
vessels, arriving at Atlantic Coast ports, 
and insured in Lloyd’s at London, came 
under Mr. Fowler’s jurisdiction, and he 
was responsible for securing the correct 
estimates of losses. 

On many occasions the mantle of rep- 
resenting the great institution of Lloyd’s 
at formal functions fell upon the shoul- 
ders of Mr. Fowler. The most notable 
of these wz is undoubtedly the presenta- 
tion early in this year of the Lloyd’s 
medi ile of heroism to Captain Fried and 
the crew of the American steamer 
“Roosevelt” for their part in the rescue 
in mid-Atlantic of the crew of a sinking 
British vessel. Before a large audience 
Mr. Fowler personally honored these 
brave men in the name of the largest 
insurance and shipping organization in 
the British Empire. His presentation 
‘talk was eloquent and adequately voiced 
the sentiments of the British people. 

The position held here as Lloyd’s set- 
tling agent will be transferred on No- 
vember 1 to the Salvage Association of 
London, which has had a surveying staff 
in New York City for many years. This 
association is closely connected with 
Lloyd’s in London ,having on its com- 
mittee the chairman and some of the 
Principal members of the committee at 
Lloyd's. 





Lloyd’s Expects To 
Pay Florida Claims 


PROBABLY ON MARINE LOSSES 





No Serious Damage to Large Ships Was 
Sustained, Relieving Anxiety in 
British Markets 


Inquiries at L loyd’ s and at British offices 
of insurance companies show that, while 
it is certain that the London insurance 
market will eventually settle claims as a 
result of the recent hurricane at Miami, 
it is impossible as yet to arrive at any 
estimate of the extent of these settle- 
ments. This is particularly true of the 
non-marine market, for, apart from the 
fact that no adequate survey of the dam- 
age can be made for some time, the con- 
fusion and disorder resulting from the 
catastrophe necessarily make the process 
of advising known losses a slow one. 

In the marine market it is possible to 
make a closer estimate of the losses in- 
curred, for here the intelligence service 
of Lloyd’s makes it comparatively easy 
to trace the fortunes of the more im- 
portant vessels in the hurricane area, 
while the limitations of the coast line 
make it possible to collect details of dam- 
age to smaller craft. It would seem that 
the marine market has not sustained any 
really serious loss, since no important 
vessel has as yet been reported to have 
met with heavy damages. 

It is known that the tanker Hyrcania, 
a vessel of 4,810 tons gross register, 
stranded in the hurricane, but she was 
retloated without much damage. The 
3ooth liner Aidan, bound from New York 
for Para, has arrived with considerable 
cargo damage and the Pacific Steam 
Navigation Company’s steamer Loreto is 
already known to have incurred damage 
during the storm. 

For the rest, the vessels reported dam- 
aged are comparatively unimportant, al- 
though the dredge Magic City, and possi- 
bly another known as “No. 10,” are in- 
sured in London, and the yacht Nohab, 
reported submerged and probably badly 
damaged, is also believed to be insured 
in England. There remains the question 
of goods in transit on shore and in ware- 
houses, covered under marine policies, but 
there is no means of estimating the losses 
incurred, although, since no important 
commercial or shipping centres were in- 
volved in the hurricane, it is to be thought 
they will be slight. 





FIRE MARSHALS MEET 


The Fire. Marshals’ Association of 
North America is holding its annual con- 
vention this week at Memphis, Tenn. 


The convention opened Wednesday and 
will close today. 
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Uniform Bills of 
Lading Are Sought 


FOR UNIVERSAL ADOPTION 


British Chambers of Commerce Seek 
Uniform Rules For Carrying Goods 
At Imperial Conference 

A uniform and universal bill of lading 
would be of immense assistance to the 
marine insurance world and it is grati- 
fying to note that the Association of 
British Chambers of Commerce is urg- 
ing every possible effort should be made 
at the forthcoming Imperial Conference 
to secure the adoption throughout the 
Kmpire of uniform rules for the carriage 
of goods by sea and a fair and equitable 
bill of lading. 

The association believes that uniform- 
ity in the matter throughout the mari- 
time nations of the world is not only 
desirable in the interests of trade but 
is possible of attainment by concerted 
effort on the part of all concerned. Uni- 
formity throughout the empire is, it 
points out, highly desirable, not only from 
the point of view of trade development, 
but because a lead in the matter by the 
empire would have an = important  in- 
fluence on the attitude of foreign coun- 
tries not at present disposed to give ef- 
fect to the Brussels Agreement. 

As regards the self-governing Domin- 
ions and India, it is understood that 
Australia and India have passed meas- 
ures almost identical with the United 
Kingdom Rules for the Carriage of 
Goods by Sea Act, 1924, and that New 
Zealand, which legislated in 1922, is will- 
ing to review its Act in view of the de- 
sirability of uniformity. In the case 
of the Crown. Colonies it is understood 
that legislation in harmony with that 
of the United Kingdom has been passed 
in Barbadoes, Leeward Islands, Gold 
Coast, Nigeria, Gibraltar, Zanzibar and 
Jermuda, and has been’ promised in 
Seychelles, Sierra Leone. Malay States, 
Grenada, Gilbert and Ellice Island Col- 
ony. The association suggests that the 
Imperial Conference should invite the 
other Dominions and Crown Colonies to 
initiate the necessary legislation. 


HFADS FIRE FIGHTERS 
Fred W. Baer of Camden, N. J., has 
been re-elected president of the Inter- 
national Association of Fire Fighters. 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,976,780.91 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $7,400,761.92 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,285,952.89 
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MAINE COURSE OUTLINED 
New York Seuneenee Society Lectures 
Will Be Given By Leading Men 
In The Business 
Walter H. Davis, manager of the.sal- 
vage department of Merrit-Chapman & 
Scott Corporation, will give the opening 
lecture im the course of nvarine insurance 
offered by the Insurance Society of New 
York on Thursday, October 21, at 1 
“ the New York Board assembly room, 
5 John Street. This will be an illus- 
‘3 ied lecture showing actual salvage op- 
erations. Future lectures will be held 
t the same time and place on succeed- 

ing Thursdays. 

The list of lecturers includes some of 
the best known men in American Ma- 
rine insurance, as follows: William 1D. 
Winter, vice-president of the Atlantic 
Mutual, chairman of the marine lecture 
committee; Hendon Chubb, of Chubb & 
Son; William H. McGee, pre ident of 
William H. McGee & Co.: ( George H. La 
Boyteaux, president of La Reston & 
Co.; Henry H. Reed, of Platt, Fuller & 
Coa: W. C. Spelman, manager of the 
marine department of the Phoenix As- 
surance; Thomas Jones, marine secre- 
tary of the Niagara Fire; Frank H. 
Cauty, United States marine manager of 
the Liverpool & London & Globe; 
Charles R. Page lr of the 
Fireman’s ge J. Stewart Gilbertson, 
director of Talbot, Bird & Co.; Hawley 
T. Chester, of Chubb & S: nm; LD. Roger 
Englar, of Bigham, Englar & Jones; 
John S. Kemp, of Koehler, Kemp Koeh- 
ier; Louis F. Burke, of the Home, and 
Ludwig C. Lewis, assistant secretary of 
the Insurance Company of North 
America. 


PRAISE FOR MISS M. FRENZL 
Secretary of Marine Union and Editor 
of Paper Said to Be a Remarkable 

oman; a Fine Linguist 

Miss M. Frenzl, general secretary of 
the International Marine’ Insurance 
Union, and editor of the “Marine Un- 
derwriter,” the monthly published in 

serlin in the English S28 ize, is de- 
serving of much praise for the splendid 
work she has done for the Union, which 
has just held its most successful an- 
nual meeting in Holland. One of the 

sritish insurance weeklies, the “Re- 
view,” pays the following nice compli- 
ments to Miss Frenzl: 

“To Miss Frenzl the success of the 
Union is largely due. Her capacity for 
organization is amazing, and it 1s fre- 
quently suggested that the Verband is 
Miss Frenzl. Quite apart from her grasp 
of the business and its ramifications, her 
gift of tongues is astonishing. We are 
given to understand that the principal 
practical difficulty underlying the sug- 
gested proposal to remove the headquar- 
ters of the Union from Berlin lies in 
the fact that such a removal would mean 
the loss of the principal asset of the 
Union, namely, the general secretary. 


ENTERED IN TEN STATES 


The Constitution Indemnity is now en- 
tered in ten states, being Rhode Island, 
New Jersey, Maryland, Delaware, North 
Carolina, Texas, Oklahoma, Arkansas, 
Louisiana and Florida. It plans soon to 
enter a number of additional states It 
will also appoint general agents in Chi- 
cago and Atlanta soon. 
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White Sulphur Orator Made a Hit 

The pleased expression of the cat- 
who-ate-the-canary had nothing on that 
of the casualty insurance executives who 
were meeting in convention in White 
Sulphur Springs last week when _ they 
came out of sessions the first and sec- 
ond days. They were pleased to the 
limit with what they had heard on the 
floor. They had gone in to the meet- 
ing expecting to be bored, as they some- 
times are in the 
these 


business sessions of 


conventions which are more or less 


formal, the main 
object of the trip 
to White Sulphur 
being to get away 
from the grind. 
* Robertson 
Jones had taken 
what looked to be 
a most shadowy 
program and 
strung it out with 
artistic typograph- 
ical padding until 
it looked like 
something. He 
even gave space 
on the same page 
searebiai aed ee twice to the fact 

J. M. FITZGERALD that there would 
registration com- 





be a 
mittee. 


report of the 


The two principal speakers outside of 
the Insurance Departinent men’ and the 
“Welcome to West Virginia” orators 
were J. M. Fitzgerald, former president 
of the Western Maryland Railroad 
Company and now with the public rela- 
tions division of the* Eastern Railroad 
Presidents’ Conference; and Harry C. 
Spillman, educational director of the 
Remington Typewriter Co., who talked 
on personality as a basic factor in sell- 
ing insurance. Both of them not only 
received the attention of these execu- 
tives but fascinated them as well. 

Ke? 


Fitzgerald’s Personality 


There could not have been two more 
distinct types of speakers. Fitzgerald 
is a very impressive person. He car- 
ries conviction in every sentence. He 
does not deal in figures of speech, simi- 
les, flights of oratory or funny stories. 
His talk was a crushing indictment of 
Government ownership. When he _fin- 
ished there was not a doubt in the minds 
of any in the audience that the country 
can continue progperous only if its basic 
industries are privately owned. He gave 
example after example of ruin or de- 
pression which followed the Government 
taking over segments of industry. 

The last four or five pages of his 
manuscript comprised a selling talk for 
private ownership of the railroads. This 
was a talk which he gives before a great 
many bodies of men, and is out and 
out railroad propaganda. It is propa- 
ganda which is unqualifiedly endorsed, 
however, by the casualty executives and 
by the entire business community. 








Harry C. Spillman 


Harry C. Spillman is a sure-fire bet 
in talking to salesmen and | have seen 
him set several audiences on fire with 


enthusiasm, laughter and 
and about New York. 


be able to score 


pleasure in 
That he should 
equal triumph with 
men of the type of the top insurance 
company executives such as those at 
White Sulphur, was a surprise to me. 
“Pep” talkers of the Spillman type with 
their second-hand stories, discovering the 
Bible and Ten Commandments, evan- 
gelistic appeals for uplift, peddling of 
stenciled examples of success, narration 
of stereotyped corroborations of the cor- 
rectness of copybook precepts, leave me 
cold as a head waiter’s reception to a 
man with a celluloid collar in an ex- 
clusive night club. 

I prefer to do my own. sermonizing 
and do not want to be preached to by 
a man whose authority for so doing is 
that he was one of Henry Watterson’s 
men (in other words, a reporter for the 
“Courier Journal,”) a teacher in some 
school, sales manager of a typewriter, 
adding-machine or automobile company. 

There are many thousands of these 
speakers in the United States who are 
as like as peas in the pod. They tell 
the same stories, quote the same exam- 
ples, preach the same = sermons. 

In some mysterious way they seem to 
pass along to each other the crop of 
identical “funny stories There is the 
one about the farmer who snapped the 
whip at a beehive only to learn’ the 
value of co-operation when the bees in 
a body stung him. There is the one 
about the man so ignorant that he 
thought epistles were the wives of the 
Apostles. There is the one about the 
section of the country steeped in such 
boobery that it is the belief there that 
the great American desert is not out in 
Arizona but is under the hats of the 
people. 

If a story or an expression is regarded 
as a good one it is repeated endlessly at 
banquets and pep meetings and a man 
who goes to many banquets is astonished 
to see how uproariously these stories 
are received no matter how old. Audi- 
ences do not seem to mind whether they 
have heard before what a man is say- 
ing or not. If he says something famil- 
iar they are all the more pleased. 1 
have noted this quite often in the the- 
atre where dramatic critics will print 
several funny sayings from a show, every 
paper will print the same sayings, every- 
body will read them, and for the rest 
of the engagement they are received 
with the loudest gales of laughter. This 
is now being illustrated in the case of 
Florence Moore, the Broadway come- 
dienne, who said impromptu on the 
opening night as she pulled out a make- 
up box, “Excuse me while I grease my- 
self, as IT am going to swim the English 
Channel.” Nearly every paper in Amer- 
ica has printed this mot and every night 
it gets the biggest laugh in the show. 


The Library in the Lincoln Log Cabin 


I have always felt that the “pep” talk- 
ers present a great affront to the think- 


ing apparatus of their audience when 
they cite some case of outstanding 
achievement, giving the explanation ot 


it and then draw the conclusion that 
john Smith and his wife will be suc- 
cessiul if they will only follow in the 
1OOLsLeps. 

Probably nothing is heard more often 
than the statement that Abraham Lin- 
coin confined his early reading to the 
ible and to Shakespeare, the intima- 
uon being that this literary browsing 
was largely responsible for his elevation 
to the presidency, his broad conception 
of life, the growing cultivation ot his 
humanitarian instincts and his great 
prescience and wisdom. It is no doubt 
true that Abraham Lincoln did read and 
profit greatly from the Bible and 
Shakespeare, but those were the vol- 
umes to be found in thousands of log 
cabins at the time and are still the prin- 
cipal books in many of the mountain and 
backwoods sections of the country today. 
‘Yhese books certainly did much to mould 
the character and build up the career 
of Abraham Lincoln, but in view of the 
iarge number of people who read them 
Lincoln must have been a more compre- 
hensive, intuitive and understanding 
reader as he progressed so much farther 
than the others reading these books. 

ae, fees 
The Newspapers 


Spillman also used the example of 
Lincoln’s reading as a point on which 
to criticize the American newspapers of 
the present day. Undoubtedly, it is true 
that Americans spend too much time 
reading newspapers, and also it is cor- 
rect that if a man read every word print- 
ed in the Sunday edition of the New 
York “Times,” (an example given by 
Spillman) it "would take exactly four- 
tccn hours, but a reader can go a long 
way in an arm chair with the “Times” 
aud be the better for it. Listen to what 
Stephen Lauzanne, famous French pub- 
licist and writer, has to say on the sub- 
ject of the best American daily papers, 


talking before the Press Congress of 
the World in Geneva, Switzerland, re- 
cently: 


lor a very long time French journal- 
ism was but a paper of ideas. Take 
Irench newspaper of forty years ago. 


Open it, unfold it, examine it. Few or 
no despatches, Nearly the entire first 
page is taken up with a long article, 


which fills one or two columns, in which 
a political or a literary man exposes at 
length his opinions on politics or litera- 
ture. Then comes an editorial, then 
another article. . . . And all this 
constitutes exclusively commentary, dis- 
sertation and politics. All this is exclu- 
sively a journalism of ideas. . . . And 
now let us take up a French newspaper 
of today. Open it, unfold it, examine it. 
You will be. struck by the ponies of 
news it offers and by the diversity of 
the subjects it deals with. The leader 
is short and its character instructive and 
documentary. Numerous are the tele- 
erams of the special correspondents scat- 
tered over the globe. Abundant are the 
interviews’ on the most varied subjects. 
Attractive are the phototypes allowing 
one to seize at a glance a scene. Here 
you are in presence of the journalism 
of information, the journalism for which 
news surpasses everything. Let us give 
Caesar his due. This taste for informa- 
tion, this taste for news, the French 
press owes it to the American press.” 

{ think I once told readers of this 
page of a conversation I had with Mar- 
cel Knecht, of “Le Matin,” a Parisian 
daily paper which has a bigger circula- 
tion than any American journal: 

“T really get my knowledge of FEuro- 
pean affairs (outside of France) from the 
columns of the New York Sunday 
‘Times.’ ” 

I mention this again merely to call it 
to the attention of Mr. Spillman and 
those who heard him at White Sul- 
phur lambast daily paper reading. 

- ke 
“Pep” Talker and Newspaper Reporters 


T do not want to be misunderstood 
as believing that because I have made 
some rather pert comments on Mr. Spill- 


man’s talk and those of similar pep = 
ers that they should be suppressed. Far 
from it. They occupy a most important 
place in the insurance community and 
the fact that they uplift so many people 
and give salesmen new spirit and the 
will to go out and conquer justifies their 
existence. They do not talk with the 
idea that they are addressing hard boiled 
auditors a” up on banquets and con- 
ventions. My only reason for giving all 
this space to the subject is to illustrate 
why talks and personalities of his type 
do not make sophisticated and experi- 
enced newspaper reporters go out into 
the plaza and toss up their hats in wild 
huzzas. 

They are also responsible for the fact 
that so many newspaper reporters do not 
like to attend banquets and pep mect- 
ings. 

Along this line I read an interesting 
article in “Editor & Publisher’ the 
other day. It was the plaint of the city 
editor of an evening paper in a town 
of 50,000 people who was worried be- 
cause he only had six reporters and there 
were sometimes seven or eight luncheons 
for his paper to cover in a day. These 
were the luncheons of the Kiwanis Club, 
Rotary, Lions, Civitan, Chamber of 
Commerce, Real Estate Board, ete. 
Along this subject he said: 

“When the luncheon club first bobbed 
up it was good stuff and we gave them 
many columns. Whether anything hap- 
pened or not was beside the point. It 
was a civic enterprise, and the paper is 
generally gauged in a small town by the 
columns of space and not the quality 
of comment it devotes to popular causes 
I was talking with a veteran reporter 
who has covered hundreds of these clubs 
and he said: 

“T confess that a good many luncheon club 
speakers have voices which carry all over the 
dining room. But one speech may be set up 
in type and used every noon they have a club 
meeting. They all say the same thing and its 
always about co-operation. 

“Occasionally a good singer or an artist of 
some kind is somebody’s guest at the luncheon. 
He gets up and sings for the boys and the 
president afterwards passes it off as, ‘we-were- 
glad-to-have-you-with-us —- now-we-have-with-us- 
today-a-speaker-who-needs-no-introduction.’ 

“Still they tell me they have to be covered.” 

“From my standpoint the sad part is that 
these clubs are growing and how we are going 


to satisfy all of them in their space demands I 
do not know.’ 


he 
A Ford Example 


In order to show the value of faith 
in an idea, Spillman and other “pep” 
orators frequently mention the case of a 
— in Detroit who invested $150 in 

Ford’s automobile, project and later 
cashed in to the extent of $385,000 as a 
result of this $150 investment. They do 
not, however, say anything about the 
tens of thousands of women who have 
shown faith in inventions and other in- 
struments for investing money and have 
lost billions of dollars through that 
faith. 

ee 
Miss Marion Talley 


Another policy to insure popularity 
was that taken out by Marion Talley 
(the baby faced prima donna from Kan- 
sas City who made a sensation at her 
Metropolitan Opera debut) when in in- 
suring her life for $500,000 recently she 
used $200,000 of the insurance to create 
a trust fund for struggling young musi- 
cians. Nothing could have made a bet- 
ter limpression. 

Miss Talley’s success has been so mar- 
velous that she will undoubtedly be a 
millionaire before she is 30. When she 
was a young girl people in Kansas City 
got the idea that she was another Patti 
and they stood behind and financed her 
musical education. Through the leading 
business men of the city she obtained 
her chance at the Metropolitan and there 
was more ballyhoo about her appear- 
ance than there was about the Dempsey- 
Tunney fight which was attended by 
130,000 people. Thousands tried to get 
into the opera house on the opening 
night; there were police reserves, tickets 
sold for as high as $75; and so much 
interest was stirred that the success of 
her concert tour after the opera season 


(Continued on Page 34) 
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Joyce’s Reasons For 
Appointing EK. M. Allen 


TO ACT AS LIAISON OFFICER 
Indicates Fresh Viewpoint of National 
Surety and N. Y. Indemnity on 
Agent as a Factor 


The selection of Kdward M. Allen, 
prominent agent of Helena, Arkansas, 
this week to be assistant to E. A. St. 


John, president of the 
and M. O. Garner, 
York Indemnity, 


National Surety 
president of the New 
occasioned no little 
comment in insurance circles. By this 
action there comes into the executive 
ranks of these companies a man who has 
been one of the leading advisors of the 
National Association of Insurance Agents 
as well as its past president. Mr. Allen 
will serve as the liaison officer to har- 
monize the National Surety family’s 
dealings with its agents and their pub- 
lic. His connection will in no way af- 
fect the status of John M. Mee, who 
remains as heretofore vice-president in 
charge of the agency + age ag 

The statement of William Joyce, 
chairman of the boards, in anise 
with this appointment is significant, since 
it indicates a changing viewpoint in re- 
gard to the importance of the local 
agent. He said: “The agent in these 
modern days, with his high character 
and business standing in his community, 
has become the mouthpiece of the insur- 
ance business before the American pub- 
lic. Through his organizations he has 
built up principles that are economically 
sound and which make for firmer and 
more solid public relations. 


Tie-up of Three Factors 


“Tne Nation: il Surety is fundamentally 
an ‘agent’s company.’ Its vice chairman 
was an agent. [Four vice-presidents were 


agents. I was a local agent and Presi- 
dent St. John was an agent. We have 
others on our official staff who came 


from agency ranks. 
“But we have been so busy during the 
years in building the National Surety 
that we may have partly lost our view- 
point. 
“When this conclusion came 


to me not 
long ago, almost as a shock, it deter- 
mined me upon a new course; that in 


addition to giving an unimpeached in- 
demnity to the public, and through our 
agency army, a high and efficient serv- 
ice, we should as well establish a com- 
munity of interests between these three 
factors that would make our position im- 
pregnable. 


Why Allen Was Selected 


“In Mr. Allen we have obtained the 
highest type of liaison officer, if I may 
call him that, between the National 


Surety and the New York Indemnity 
agents and the public we both serve. 
As president of the National Associa- 
tion of Insurance Agents and as one of 
the leading advisors in that organization, 
he has won the respect and confidence 
of the agency force of the country. He 
has advocated agency fitness, high prin- 
ciples and courage; he has taught under- 
standing of the public’ s problems, serv- 
ice to it and co-operation with it, while 
at the same time he has urged consid- 
eration of and loyalty to the companies. 

“We are bringing Mr. Allen into the 
National Surety family to make effect- 


ive these principles and practices in our 
administration matters just as far as it 
is humanly possible to do; to harmonize 
its dealings with its agents and_ their 
public, that our relations may be more 
pleasant, our understanding more com- 
plete afd our service the greater.” 

An Outstanding Agency Leader 

Mr. Allen is generally regarded as one 
of the most level headed agents in the 
United States. He has been unusually 
successful in Helena, Ark., where he oc- 
cupies a prominent position not only in 
the insurance but also in the financial 
community, 

He first attracted attention through- 
out the insurance fraternity when he at- 
tended a convention of the National As- 
sociation of Insurance Agents, and as 
president of that association he made 
nothing but friends. ‘Tall, angular in ap- 
pearance, a smile which none can resist, 
a skilled orator and a disposition which 
wins countless friends he has continued 
to be a great influence in the National 
Association. 

Every Inch a Fighter 


When there was a jam in the Arkansas 
Association of Insurance Agents, and the 
representatives of bank agencies got con- 
trol, Mr. Allen was instrumental in or- 
ganizing an insurgent association which 
is now the regular state association, the 
former body having been “fired” from 
its ranks by the National Association, 

Mr. Allen attended the recent conven- 
tion of the casualty people in White Sul- 
phur Springs and represented the Na- 
tional Association in an address of greet- 
ing to the casualty men. 

Among his important contacts outside 
of insurance, Mr. Allen has served five 
terms as president of the Helena Cham- 
ber of Commerce; was governor in 1922 
of the Sixteenth District Rotary Inter- 
national; in 1924 was a director for a 
three-year term of the Memphis branch 
bank of the cighth district of the led- 
cral Reserve system. He is now com- 
pleting a four year term as commissioner 
of the Wharf Improvement District of 
Helena which is now completing a $400,- 
QOO river and rail terminal in connection 
with the government barge line. 


TRIBUTE TO J. G. SORENSON 
Veteran Producer of Continental Casu- 
alty Who Passed on Last Month; 

35 Years in Service 

John G, Sorenson, one of the oldest 
representatives in point of service of the 
Continental Casualty and its affiliated 
companies, died last month after thirty- 
five years of service. Commenting on 
his loyalty and ability, the company’s 
house organ says: “No agent has ever 
enjoyed the respect or confidence of the 
company more than John Sorenson. He 
was probably at his prime something like 
sixteen years ago when he made a drive 
for business in October, 1910, which set 
a high mark for personal production. 

“In many ways, Mr. Sorenson might 
be said to be a picturesque character, as 
his personality shows many sides. Prob- 
ably no agent has ever fought the battles 
peculiar to the business more valiantly 
or more successfully than he. 

“In the field he was the representative 
of the company and when visiting the 
home office he was the representative of 
his policyholders. As a result, few terri- 
tories are in better shape than his.” 
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Urges State Control 
Of Highway Safety 


SAYS SAF ETY AGENCIES FAIL 
Motor Vehicle Cunmmmabein Stoeckel, 
of Connecticut, Says They Are Un- 
able to Carry Out Principles 


The seriousness of the 
cident situation in America has not been 
fully realized. Despite the excellent 
work that has been done by the Board 
of Safety Control and other agencies of 
accident prevention, motor accidents con- 
tinue to pile up in this country to an 
alarming degree. According to Robbins 
3. Stoeckel, motor vehicle commissioner 
of Connecticut, the magnitude of the 
situation is not understood and he is of 
the opinion that strong action of some 
sort should be taken to remedy it. He 
advocates state direction of 
public highways. 

Statistics recently compiled by the Na- 
tional Automobile Chamber of Commerce 
on the motor car fatalities of the 
ent year, bear out the 
Commissioner Stoeckel with regard to 
the situation. The National Chamber re 
ported from a survey of sixty-eight cit- 
ies, exceeding 100,000 population for the 
first seven months of the present year, 
that the percentage is a little higher 
than the statistics es a year 
The total this year is 3,158 deaths as 
compared with 3,036 deaths in 1925. 

The report is encouraging, however, 
inasmuch as it indicates that improve- 


automobile ac- 


safety on 


pres- 
statements of 


ago. 


ments can be made, as Cleveland, Bos- 
ton, St. Louis, Baltimore, Pittsburgh and 
Los Angeles have had a better record 
than they had for the corresponding pe- 
riod last year. In Mew York the total 
was 543 as against 461 for the first seven 
months of last year. 


Safety Agencies Unsuccessful 
Mr. Stoeckel believes that nothing like 
a definite solution has been reached by 
organizations wishing to reduce the haz- 
ards of the highway, notwithstanding the 


many benefits that have resulted from 
their operation. This, he thinks, is not 
the fault of such organizations but is 


rather the 
ganization 
had the 
definite 


result of the fact 
working on the 
power to enforee 
safety principles. 
Advocates State Control 
In a lengthy 
day’s N. Y. 
Stoeckel 
state to 


that no or- 
problem has 
and carry out 


Sun- 
Commissioner 
time for the 
taking over 


statement in last 
“Times,” 
says it is about 
think seriously of 


the directing of public safety on the 
highways. 

“No state has as yet undertaken this 
except in an advisory capacity,” he says. 


“In the specific ex: ample of industrial ac- 
cidents organization has provided imme- 
diate and great results, It is simpler to 
organize the persons in industry than 
it is the rank and file of the people. 
It stands to reason that no private man- 
agement by volunteers can ever hope to 
succeed in the accomplishment of greater 
results than to help put well-known 
principles into effect. 

A state is not so limited. The doc- 
trines and principles dealt with are those 
which it has itself promulgated and of 
which it is the source. A state is a 
sovereign power. It can have no other 
organization over it. If it gathers to- 
gether its citizens for a definite and dis- 
tinct purpose it will have power through 
its law givers to carry that purpose into 
effect. No other entity can ever have 
its prestige. 

“Assuming that the 
ing a state organize 
conclusive, how can 
undertaken and what will be the imme- 
diate benefits and results; Specifically, 
power can be placed in the hands of 
some agency of the state, possibly by the 
establishment of a bureau to which will 
at once be apparent the need for several 
specific activities, so far at 
late to motor vehic le 

First of all, 


argument for hav- 
to fight accidents is 
such work be best 


least as re- 
accidents. 


1 good safety program in 
the sense of a Goce mn of established 
principles for trafic management and 
enforcement is essential. In the making 


of this, reasonable interpretation of laws 
and rules must dominate. 


Experience of the Past 

“It must be such that there can be 
no dispute as to any of its requirements. 
It will be based on and include the ex- 
perience and knowledge of the past. 
Then such an agency should proceed to 
secure the cooperation of city and town 
governments, particularly of their courts 
and police, through the acceptance of the 
state policies. 

All disciplinary agencies would thus be 


brought together into cooperative effort 
and the work could be standardized so 
that fairness to the persons coming 


under its management could be 
with 


coeahinel 


severe punishment in cases which 
warrant it. In short, such management 
by a state would be an instrument to 


secure, by comparison and constructive 
criticism, better uniformity in motor 
law, police work and court Gensiican 
The idea is to give the courts and police 


alike a state clearing house for policies.” 
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“1926 General’s iat 
Year,”—F. Norie-Miller 


GENERAL MANAGER ON VISIT 


Workmen’s Compensation Is Profitable 
Abroad; Company Has Cancelled 
Morris none Contract 
I*, Nori Miller, famous general man- 
ager of the General Accident of Perth, 
Scotland, whose record of service with 
that company has extended to four dec- 
ades, arrived on the “Homeric” Wednes- 
day afternoon. He was met at the pier 
by Frederick Kichardson, United States 
manager, and several members of the 
New York staff of the company. He 
left immediately for Philadelphia and at 
the end of this week will visit Toronto 
from where he will visit Detroit. <A 
banquet is bei ing arranged in that city on 
October 22 by isincats Watkins & Co.,, 
agents for the General, and Mr. Norie- 
Miller and Manager Richardson will be 
the guests of honor. From there he will 
go to Chicago Mr. Norie-Miller will 
be here about a month and will attend 























SNAPPED AT THE 
DURING HIS LAST 
Mrs. F. Richardson 


SEASHORE 
VISIT HERE 
F. Norie-Miller 


the board of directors’ meeting of the 
Potomac Insurance Company of Wash- 
ington, LD. C, which the General con- 
trols in this country. 

When Mr. Norie-Miller was seen at 
the pier by a reporter for The Eastern 
Underwriter, the distinguished Scotch- 
man got in a few questions before the 
reporter had a chance to shoot. He 


asked how the newspaper man found 
insurance conditions here as reported by 
the offices he had visited. He was in- 


formed that there was plenty of optim- 
ism except in workmen’s compensation 
msurance, 

“It’s not so in Great Britain,” 
General manager. “The companies there 
have the workmen's compensation rates 
up to a paying basis.” He added that 
the non-tariff rates are if anything 
higher than the tariff. 

Making a comment or two on automo- 
bile insurance he said that the rates over 
there were adequate and that the Gen- 
eral had been making a profit on auto- 
mobile insurance. Asked about the 
Morris Car insurance (furnishing insur- 
ance on Morris cars at the time of their 
purchase) he said that the General’s ar- 
rangement with the Morris Car people 
had been terminated on September 1. 
The General wanted a better rate from 
them than had been prevailing and as the 
motor car executives thought they did 
not want to pay it the contract was dis- 
continued. The General Accident is in- 
suring Morris cars individually, how- 
ever, instead of by the group plan. 

European casualty conditions for 1926 
will be better than in 1925 despite busi- 
ness depression and the aftermath in 


said the 
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Sindiblhaniiie of the 
Southern Surety Deal 


GIVES COMPANY NEW IMPETUS 
Marks Entree of oe Caldwell Into 
Casualty Field; A $1,500,000 Sale; 
Controls "40% of Stock 

The action of Rogers Caldwell, head of 
Caldwell & Co., of Nashville, Tenn., last 
week in purchasing a large block of 
treasury stock of the Southern Surety, 
has set the insurance world to wonder- 
ing, “What will this new figure in the 
business do next?” His is now a group 
of six companies; successively he has 
purchased a controlling interest in the 
past two years in the Cotton States Life 
of Memphis, the North American Na- 
tional Life of Omaho, the Missouri State 
Life, the Inter- Southern of Louisville 
and certain debits of the Southern of 
Nashville. Rumor has it that he is also 
negotiating for the control of a South- 
ern casualty company, which will serve 
as a running mate to the Southern 
Surety, but this rumor could not be con- 
firmed this week. 

It is understood that Mr. Caldwell has 
for some time been casting his eye over 
the casualty field, realizing the value of 
such connections in licu of the large 
guaranteed mortgage bonds, contractors’ 
bonds and public liability bonds which 
pass through his office incidental to the 
building operations which it finances. 

The Southern Surety deal is signifi- 
cant since it is the first investment he 
has made outside of the life field. It 
is also the first company in which he 
has invested without acquiring a major- 
ity interest. Under the terms of the 
purchase, 7,700 additional shares of stock 
were issued by the company and_ pur- 
chased by Caldwell & Co. for a price 
exceeding $1,500,000. Since the — total 
capitalization of the Southern Surety 
under the refinancing plan is $2,000,000 

20,000 shares at $100 par value—which 
are valued at about two-for-one in the 
sale, it will be seen that Caldwell & 
Co. now owns almost 40% be the com- 
pany’s stock, 

The investment gives the Southern 
Surety new impetus. Additional capital 
has been released for expansion, It will 
have a cash surplus of $1,500,000 in ad- 
dition to its paid-in capital of $2,000,000. 
The arrangement is a happy one, also, on 
account of the increased business which 
will most likely be developed by the 
company at a slight acquisition cost. 

According to present plans the home 
office of the company will remain in Des 
Moines. J. Turner Price, assistant vice- 
president of the Fourth & First National 
Bank of Nashville, affiliated with Cald- 
well & Co., has been elected treasurer, 
member of the board of directors and 
chairman of the finance committee of 
the Southern Surety, and will move im- 
mediately to Des Moines. 


JOINS NATIONAL SURETY 

ID). Sherman Ellison of South Bend, 
Indiana, has been appointed a direct re- 
porting agent for the National Surety. 
Mr. Ellison was formerly head of the in- 
surance department of the Citizens Trust 
& Savings Bank of that city. He will 
have jurisdiction over the counties of St. 
Joseph, LaPorte, Elkhart, Kosciusko, 
Porter, Marshall, Starke, Fulton and Pu- 
laski in Indiana. 





TAKING TRAINING COURSE 
Twenty-one employees of the New 
York staff of the Maryland Casualty 
are taking the company’s correspondence 
course in casualty insurance. 








Great Britain of the coal strike. The 
General Accident is now having the best 
year in its history. 

Touching upon the condition of the 
United States branch Mr. Norie-Miller 


said that he was pleased with the way 
things were going over here and it was 
his expectation that this branch would 
write about $15,500,000 of premiums this 
year. 


Globe Indemnity to Ob- 
serve 15th Anniversary 

BIG “HOME-COMING” NEXT WEEK 

250 Agents Whe Have Qualified in 8- 


Month Contest to Attend; Program 
Includes 4 Business Sessions 








As many as 250 agents of the Globe 
Indemnity, comprising a group of pro- 
ducers who have qualified in a contest 
conducted by the company since the first 
of the year, will be guests at its fifteenth 
anniversary “Home-Coming” the first 
three days of next week. This contest 
was opened only to agents having con- 
tracts with the Globe Indemnity since 
January 1, and their eligibility was based 
on a percentage increase in business dur- 
ing the first eight months of this year. 

This event will be a fitting occasion to 
pay tribute to the leadership of A. Dun- 
cal Keid, president of the company and 
joint general attorney of the Liverpool & 
London & Globe in the United States. 
It was in June, 1911, that the company 
started with $750,000 ‘capital and $562,500 
surplus paid in. ‘The capital is now 
$2,500,000 and the surplus over all liabili- 
ties $4,000,000. During this time the 
Globe Indemnity has consistently shown 
a profit in most every line. Its losses 
have been below the average and its ex- 
penses low. 

Important events are planned for the 
three-day meet. .All details have been 
given careful attention by the home- 
coming committee, and it is expected 
that business and pleasure will be com- 
bined in a manner satisfactory to all. 
four business sessions are scheduled to 
take place in the auditorium of the Globe 
Building in Newark. A formal dinner 
will be given by the company to its 
guests on Monday evening, at the Rob- 
ert Treat Hotel, and the Globe Agents’ 
Association will return the courtesy by 
giving the company’s officers and execu- 
tives a dinner on ‘Tuesday evening. 
Wednesday evening will be devoted to a 
“theatre party” and a last-minute “good 
time.” Two golf tournaments are planned 
and for those who do not play the game 
sight-seeing trips have been arranged. 

The speakers at the banquet Monday 
night will be James Victor Barry, fourth 
vice-president Metropolitan Life, whose 
ability as an after-dinner speaker is well 
known; Alfred Hurrell, the scholarly 
vice-president of The Prudential, and 
Harold Warner, vice-president of the 
company and joint general attorney and 
United States manager Liverpool & Lon- 
don & Globe. 

The business sessions have been ar- 
ranged with a view to making them of 
constructive benefit to all. Addresses 
will be given on Monday morning by 
William Leslie, general manager of the 
National Council on Compensation In- 
surance on the subject, “Compensation 
Rates”; on Monday afternoon, by H. P 
Stellwagen, secretary-treasurer of the 
National Bureau of Casualty & Surety 
Underwriters, whose subject will be 
“Automobile Insurance”; on Tuesday 
morning, by Rk. H. Towner, of the Town- 
er Rating Bureau, on the subject of 

“Suretyship.” Talks have also been ar- 
ranged by department heads of the home 
office staff, covering the activities and 
aims of the various underwriting and 
service departments, each talk to be fol- 
lowed by a period of discussion. 
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SPECIAL FEATURES 
MANUAL RATES 


Experience Rating of 
Policyholders. 


Unique Claim Service 
in U.S. and Canada. 


Condensed Policy _— 


Complete Protection. 


Highest Standard of 
Agency Representation 


Correspondence from 
desirable agents 
solicited 











MOVES CASUALTY DEPARTMENT 





Travelers Consolidates Casualty Activi- 
ties in Downtown Office at John 
Street, New York City 
The underwriting, inspection, engi- 
neering and pay-roll audit departments 
of the casualty branch of the Travelers 
have been consolidated at the John street 
office, New York. These departments, 
heretofore, have been located at the 
Forty-second street office, but with the 
expiration of the leases of some offices 
in the ‘Travelers building, additional 
room was available and it was decided 
to transfer the casualty activities down- 

town. 

The claim department is not included 
in the consolidation and will continue to 
operate from the uptown office, at least 
for the present. The underwriting offices 
of the Travelers’ casualty lines have 
been located in the Metropolitan Life 
suilding at Madison avenue and Twenty- 
third street. The consolidation of the 
production departments at the down- 
town office will doubtless render the ser- 
vice there more efficient. 

John McGinley, New York manager of 
the Travelers, told The Eastern Under- 
writer that this transfer will in no way 
affect the personnel. The staffs will re- 
main as they were at the uptown offices. 









BOSTON 
Paid-In Capital $3,000,000 





BUSINESS-BUILDERS 


DEVELOPING 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


T. J. FALVEY, President 
Write For Territory 
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F. I. P. Callos Has 
Travelled World-wide 


NEW PRESIDENT SUN INDEMNITY 





Tells Some of His Experiences Following 
The Armistice; His Escape From 
Death In Venezuela 





It is doubtful that a more picturesque 
figure has come into the ranks of cas- 
ualty presidents than F. I. P. Callos, 
new president of the Sun Indemnity. Mr. 
Callos has been affiliated with the Sun 
companies for the past nineteen years 
and during this time has travelled in 
most parts of the world. His life has been 
so crammed full of excitement that it is 
now a relief for him to settle down to 
the active leadership of a growing cas- 
ualty company. 

He saw Japan at the height of its 
post-war ascendency; he spent some few 
months in Turkey immediately after the 
armistice and then shot over to Hun- 
gary in an effort to create order out of 
chaos for his company. He was in Cuba 


when the reaction which followed the 
crash in the sugar market was at its 
worst. In South America some of his 


experiences were positively uncanny. 

Mr. Callos has given his entire time 
to the Sun Indemnity for the past two 
years, representing it first in the ca- 
pacity of a liaison officer, then secretary 
and vice-president, and finally president. 
It was when Edward C. Lunt resigned 
last spring to join the Great American 
Indemnity, that Mr. Callos assumed act- 
ive management. His official promotion 
came last week and it is a fitting demon- 
stration of the company’s confidence in 
his ability as an administrator. 


High Spots In His Career 

After completing his education at the 
Westminister School in London, Mr. 
Callos joined the Sun Insurance office 
at its head office in London as a junior in 
1907. In the four years that he was 
there he showed such an aptitude for 
work that the company transferred him 
to the Orient. He went to the Japanese 
sub-branch office at Yokohama where 
he stayed ‘for about eight years. 

This gave him ample time to gain a 
knowledge of Japanese insurance affairs, 
especially since it was during the war 
period—one of the hardest periods in 
the history of the country. Premiums 
were very much in the ascendency and 
the situation called for the keenest scru- 
tiny in accepting risks. In talking to the 
Eastern Underwriter this week Mr. 
Callos said that the standard of moral 
hazard then was fair. Hés greatest trou- 
ble was the constant fear of a conflagra- 
tion. Japan as a whole, he stated, rec- 
ognized this danger then and much 
more so now since the 1923 earthquake. 
They do not need to be urged to take 
out insurance. He felt that there would 
be more in force if the people were not 
so poor, The lower classes live in small 
shacks which went down like a flash 
when the earthquake occurred. Such 
abodes were not worth insuring and 
their loss was not large. 

Japanese Girl Typists 

During the latter part of his stay in 
Japan Mr. Callos was made manager 
of this branch. His staff consisted of 
one hundred men, spread over Yoko- 
hama, Tokio and Osaka. His territory 
included agencies throughout Manchu- 
ria, Korea, Formosa and Saghalien. Mr. 
Callos said that it took time for the 
Japanese to grasp English methods of 
underwriting but that when they once 
did they were keen and sure of them- 
selves. It was only when a new problem 
came up that they became confused and 
needed assistance. 

The ability of the Japanese girls as 
typists mystified and fascinated him. It 
was a source of puzzlement how they 
could do expert copy work of English 
long hand letters and script without un- 
derstanding a word of what they wrote. 
When asked for his explanation of this 
he replied, “By eyesight, that’s all.” It 
takes a little time to teach them type- 


writing but pretty soon they become al- 
most as skilled at it as American girls. 


Excitement In Turkey 


His next post was in Turkey where 
he was assigned to the work of cleaning 
up the mess created as a result of the 
World War. He found the Turks un- 
bearably haughty as a result of their vic- 
tory over the Greeks. The future was 
most uncertain and they lived in constant 
fear of an uprising. 

“As a result of my work there,” he 
said, “the Sun’s affairs were put back on 
a pre-war basis. But this did not last 
for long as owing to the abrogation of 
the capitulations and the instituting of 
new laws by the new Turkish govern- 
ment at Angora, which made it prac- 
tically impossible for foreign companies 
to operate with any degree of certainty, 
we all had to withdraw. 

“Turkey had been the ‘under dog’ for 
so long that victory went to its head. 
The government tried to work up a feel- 
ing of nationalism, believing that they 
could stand on their own feet. As a 
matter of fact the Greeks and Armen- 
ians were the business men of Turkey.” 
He found them fairly good as under- 
writers; sharp and alert. But he said 
that he couldn’t say much for their 
business morality. The native Turks 
knew nothing at all about the handling 
of the business. 


Well Impressed With Hungary 


Mr. Callos next went to Hungary 
where he opened up an agency for the 
company in Budapest, the Sun being the 
first company to re-enter this country 
following the war. Even though he only 
spent a month or so there, he was fa- 
vorably impressed with the way in which 
they were readjusting themselves. 
“Everything considered, the country was 
in a marvelously good shape, although 
food was scarce and prices” relatively 
high for the local people.” 

In his opinion insurance is on a high 
level in the central European states; 
the tendency is for the rates to be low 


, 


which the companies have had for quite 
a number of years. The moral hazard 
there is on a high order, 


The Cuban Sugar Crash 


In 1920 Mr. Callos was a first hand ob- 
server of the havoc caused in Cuba by 
the sugar market crash, following the 
flush of war prosperity. It was inevit- 
able that Cuba should get itself in this fix 
because just as soon as Europe re-gained 
its feet in the sugar market, this country 
was unable to sell its sugar on an eco- 
nomic basis. She suffered tremendously 
from the surplus on hand. With the drop 
in the price of sugar, insurable values 
also went down the ladder and there was 
added moral hazard. Competition be- 
tween companies became exceedingly 
keen, almost frantic. Failures were nu- 
merous and quite a few banks failed, 
some only temporarily. It was quite an 
experience to Mr. Callos to witness this 
crash and his only disappointment was 
that the situation was not really cleared 
up when he left to go on through the 


West Indies. 
A Close Call With Death 
He visited the entire chain of 


these islands, starting from Porto Rico 
and covering the British and French 
possessions. It was in his side visits to 
such countries as Panama, Colombia, 
Venezucla and Ecuador that he had a 
ciose call with death. Endeavoring to 
catch a boat from Trinidad, he was 
travelling in an automobile along the 
slopes of a Venezuelan mountain when 
the steering geer broke and the car 
smashed into the side of the hill. If the 
car had turned the other way it would 
have taken a 2,000 foot drop. He smiles 
now as he looks back on this escape 
from death. “It was all in a day’s work. 
Tt caught my boat but my clothes were 
nearly torn to shreds and covered with 
blood as a result of the accident,” he 
said. 

At another time he had occasion to 
take a 1,500 mile aeroplane trip. It was 
a matter of getting to Bogota, Colom- 
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was a question of cight hours by plane 
or two weeks by river boat and he took 
the 750 mile trip by taxi plane there, ad- 
justed the loss, and came back the same 


way. 
After hair-raising experiences in 
South America Mr. Callos was trans- 


ferred to Mexico and stayed there a 
short time. The Eastern Underwriter 
asked him how he liked the glamor of 
the bull fight and if he attended any 
while in that country or while trayelling 
in Spain. His reply was: “They’re dis- 
gusting; although I have had several op- 
portunities | have never attended one.” 
Rounding out his career as a globe 
trotter by visiting France, Germany, 
Spain, Portugal, Italy, Austria, Ru- 
mania, Poland and Belgium, Mr, Cal- 
los came on to the United States to take 
up his work with the Sun Indemnity. 


Commenting on his plans for this 
company’s future he said: “We will 
stick to conservative methods as has 


been our practice in the past. Expansion 
will be gradual. The Sun Indemnity will 
not chase volume for volume’s sake.” 


CASUALTY AD PROGRAM 
Group Session At Detroit Meeting Next 
Week Promises to Be One of 
Best Ever Attended 
Casualty advertising managers who ex- 
pect to attend the Insurance Advertising 
Conference next week at Detroit may go 
there with the assurance that a first-rate 
program in the 


group session awaits 
them. It has been arranged by Chair- 
man Leslie F. Tillinghast, agency as- 
sistani, Great American Indemnity, as 


follows: 


MONDAY AFTERNOON 

“How Local Agents Advertise,” A. 
editor, American Agency Bulletin. 

“Development Problems and How I= Met 
Them,” Joseph R. Wilson, manager, develop 
ment division, Maryland Casualty. 

“Insurance Advertising Methods—Richt and 
Wrong” (a) Edward A. Collins, assistant sec 
retary, National Surety; (b) Edwin S Gault, 
assistant secretary, Fire Association; (c) Sene 
ca M. Gamble, advertising manager, Southern 
States Life, Atlanta, Ga.; (d) Clifford DePuy, 
publisher, Underwriters Review. 

_ “Selling the Policy,” George Brown, 
tive secretary, Michigan Association of 
ance Agents. 

TUESDAY MORNING 

“The Convention Appeal,” S. C. Doolittle, ad 
vertising manager, Fidelity & Deposit. 

“Organizing Casualty Advertising for Com 
pany and Agent,” Herman W. Kappher, of Rob 
erts & Walker, insurance advertising specialists 
Chicago. ‘ 

“Developing Burglary 
G. Drake, manager, 
vision, National 

“Selling 


A. Klinko, 


execu 
Insur 


Insurance,” 
burglary 
Surety. 
Automobile 
Payment Plan,” George 
Company, insurance, 

“Accident Insurance Sales and 
alyzed,” Ray L. Hills, assistant 
Great American Indemnity. 


Sherman 
development di 


Insurance on 
W. Cahoon, 
Pittsburgh. 


the Time 
Sandulak 

Service An- 
vice-president, 


MADE DIRECTOR 


LeRoy W. Campbell, president of the 
City Bank & Trust Co., has been elected 
a member of the board of the United 
States F. & G. Mr. Campbell has had 
a broad financial experience, having been 
associated with Campbell, Heath & Co., 
commercial brokers in Hartford for four- 
teen years and manager of their Chicago 
office for several years. He succeeded 
Frederick R. Holt as president of the 
City Bank & Trust Co. when Mr. Holt 
became chairman of the board. 


Work of National Council On 
Compensation Praised by Button 
In his talk last week before: the joint 

casualty convention Colonel Button of 
Virginia said: “I congratulate the com- 
panies doing a workmen’s compensation 
business upon the organization of a Na- 
tional Council for the purposes of rate 
making and I hope before I die to see 
the fire insurance companies doing. like- 
wise. I believe it would help to solve 
their problems and they have many.” 





TRIBUTE TO J. W. HENRY 

As an expression of appreciation, the 
National Association of Casualty & 
Surety Agents which met at White Sul- 
phur Sprines last week, adopted a reso- 
lution paying tribute to the manner in 
which James W. Henry of Pittsburgh 
had served the association during his 
two years in office. 
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What E. S. Lott Thinks 
Of Commission Seekers 


TALKS BEFORE ONTARIO ASS’N 


Hurls Stinging Indictment at the Agent 
Who Sells Both Stock and Mu- 


tual Insurance 


With his characteristic vigor, Edson 
S. Lott, president U. S., 
into the 


Casualty, 
limelight at the 


stepped 
annual conven 


tion of Ontario Fire & Casualty Insur 
ance Agents’ Association at Toronto 
last week with a talk on “The Insur- 
ance Agent versus the Commission 


Snatcher.” Mr 
with the 


Lott opened up his talk 


statement: “There is as much 


between the real 
and the snatch- 
er as there is between the stuff now sold 
in my country anadian whisky and 
the brand I used to drink.” That pre- 
pared the convention for a good speech; 
it made them sit up and take notice 

Further along in his talk, Mr. 
gave out some of his beliefs. He said: 
“I believe that the National Association 
of Insurance Ag one of the big 
assets of my 

“I believe 
Casualty 


difference insurance 


agent mere commission 


as ( 


Lott 


ents 1S 
country 

that the 
Insurance Ag 


Fire & 


\ssociation 


Ontario 
ents’ 


is not only very much worth while to 
each and every insurance agent in On 
tario, whether a member or not, but that 
also it will prove to be of great advan 


tage to all the Ontario buyers of real in 


surance, 
Concerted Action Needed 


“Tam a company official, not an agent, 


but | realize that concerted action by 
agents reaches further and is more ef- 
fective than similar action by company 


officials. 

“Moreover, it is only through organi 
zation that agents can properly protect 
and preserve their own interests. With 
out such protection and preservation, 
agents will not be contented, and when 
the agents of my country and your coun- 
try become discontented, stock insurance 


the only safe and sound insurance 
will suffer. Hence I wish to see agents 
everywhere well organized for team 
work. 

“Tl believe that never before have con- 
ference co-ordination and co-operation 
been so necessary to the well-being of 
insurance agents as right now. 

“In my country the better insurance 
agents, pulling together in their State 


and national associations, have prevented 
the spread of so-called State insurance 


funds, and they have arrested the growth 
of mutualistic and reciprocalistic insur- 
ance. These successes are the more 


noteworthy in these days of socialistic 
and communistic tendencies, the ultimate 
end of which would be the destruction of 
all private enterprise for profit. 

“If individualists would prevent the 
spread of socialism, even in its mildest 
forms, they must act in concert under 
agreed leadership. 


Non-Association Members Parasites 
Then Mr. Lott launched into his opin- 
ion of an agent who does not belong to 
any agents’ association. He said: “The 
insurance agent who does not belong 
to any agents’ association is riding in an 
automobile paid for by others and run 
by their gasoline. He is an unapprecia- 
tive beneficiary of the work of others. 

“He is a barnacle impeding the move- 
ment of the Ship of Progress. He is a 
parasite at the table of the provident. 
He is a commission snatcher as distin- 
guished from a-bona fide agent. 

“Of course, there are members and 
members. There is the agent who thinks 
that the mere payment of his annual 
dues to his association should automat- 
ically double his income. He is the chap 


who does not attend a meeting, but 
kicks against everything done at the 
meeting: who, when he does attend a 
meeting. comes in late; who is griev- 
ously affronted if he is not placed on a 
committee, and never ie s anything 
when he is; who, if called on by the 
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chairman to give his opinion, says-«he has 
not formed one, but who, after the meet- 
ing adjourns, vociferously voices an opin- 
ion knocking everything done at the 
meeting. 

“He is the individual who declines all 
offices because it is so much easier to 
criticize than to do something; who 
states what ought to be done but would 
rather play golf than help to do it; 
who ,while others are working hard and 
efficiently for the association, bewails 
that it is being run by a clique for their 
own personal benefit. 

“This sort of member is about as bad 
as a pound of putty in the stomach of 
a dyspeptic; but inasmuch as he pays 
dues (and money is needed to make the 
mare go) he is far better than the non- 
member—so tolerate him, try to reform 
him, but be certain never to emulate 
him.” 

Some Qualities Agents Should Have 


Viewing the agent as an individual by 
himself, apart from association with his 
fellows, Mr. Lott painted a picture of 
him as an intelligent and influential 
member of his community: “He must be 
an expert, so thoroughly familiar with 
the technicalities of each and every 
phase of all the lines of insurance he 
deals in, and so familiar with the char- 
acter and standing of every insurance 
company operating in his territory, as to 
be able to advise his clients with unerr- 
ing judgment,” he said. 

“We must ‘follow through’ to the end 
of the policy period every policy he sells, 
and be prompt to secure every endorse- 
ment to such policy that may be required 
to adapt it to his client’s needs. 

“When a loss occurs he must, as the 
representative of his client, see to it that 
his company discharges its obligation 
promptly, fully and sympathetically. 


Above and beyond all things, he must 
not, for the sake of temporary gain, de- 
mean and unfit himself by selling any 
of those counterfeit indemnities that 


under the false 


at cost.’” 


masquerade 
surance 


flag of ‘in- 


sce THE EASTERN 
AE rar UNDERWRITER © 









October 15, 1926 








This led Mr. Loft into the question of 
the type.of agent who sells both stock 
and mutual insurance whom he said pos- 
sessed ingrowing intelligence and mil- 
dewed morals. “If this type of agent 
believes that stock insurance gives bet- 
ter protection, he cannot (at the same 
time) believe that mutual insurance gives 
better protection. And, if he is worthv 
of being an insurance agent, he is bound 
to know which form gives better pro- 
tection, and he is morally obligated to 
sell only that form. 

“Worse yet is the agent who adver- 
tises in gold letters on his office win- 
dow the name of a standard stock com- 
pany, but who in his backroom keeps the 
supplies of a cut-rate company—for use 
in ‘competition. Such an agent sells 
insurance at rates dictated by experience, 
when he can, and sells cut-rate insur- 
ance when he is afraid that otherwise he 
mav lose a sale. 

“He lacks the courage and the intelli- 
rence to stand up as a four-square stock 
insurance agent. He lacks Canadian 
manhood—the virilitv of which, as nrov- 
en bv the World War, is not curpacsed 
by that of any nation on God's green 
earth!” 


INJURED IN AUTO CRASH 


William J. Reineke, well known insur- 
ance man of the firm ef MeNanehton, 
Livingston, Reineke & Griffin. Tne. ven- 
eral agents in Detroit for the Standard 
Accident. and Mrs. Peineke were the 
viefims of an automobile secident neor 
Monroe, Michigan lest week when Mr 
Rcineke attempted ta swerve his car 
from the road to avoid hittine several 
children and hit a tree 

Mrs. Reineke  snffered oa fre 
ckall and broken nece and 
Int Ties not fotel her 
still verv cerions Mr. Reineke eseoned 
serions injurv. but was considerably 
shoken up. Mr ond Mre Reineke were 
retyping ray their home in Detroit fram 
Mow Frotond Mrs. Reineke hod 
been visiting for the past month, 
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Casualty Insurance 





The word “Continental” has 


always stood for a comfortable 
certainty—a “margin of safety 
to protect the agent from an- 


which 


arise with policies of less 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
CHICAGO 
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Surety Bonds 








HEARNE ON HONEYMOON TRIP 


Superintendent of Automobile Depart- 
ment, Phoenix Indemnity, Is Married 
in Home Town in Maryland 


Robert W. Hearne, superintendent of 
the automobile department, Phoenix In- 
demntiy, New York City, left last week 
on a honeymoon trip through the South 
as far as Ashville, N. C. He expects to 
be away about two weeks. Mr. Hearne 
and his bride will motor all of the dis- 
tance, stopping at Washington, White 


Sulphur Springs, West Va., and other 
points. 

The marriage ceremony took place at 
Pittsville, Maryland, the home of Mr. 
Hearne. It was a double wedding, a 
cousin of the bridegroom having been 
married on the same occasion. Mr. 
Hearne was married to Miss Margaret 
C. Gardner, a daughter of Charles S. 
Gardner of B lue Ridge, Pa., who is one 
of the leading insur: ance brokers of that 


region. “In this way,” said Mr. Hearne, 
“oe ’ e 4 
we're keeping insurance decidedly in 


the family.” 

The members of Mr. 
ment at the New York 
him with a handsome silver service set 
the day before he left with his bride 
for Maryland, and of course he received 
the congratulations of his staff and other 
business associates 


Hearne’s depart- 
office presented 


HIGHWAY UNDESIRABLES 
R. E. Hinkle of Missouri to Submit Bills 
to Legislature Barring Certain 
Types of Motorists 


Reye KE. Hinkle, chairman of the As- 
sociation for Street and Highway Safety 
in Missouri, came out recently with a list 
of undesirable motorists whom he would 
debar from the public highways. Bills 
are now being prepared for submission 
to the next legislature to cover Mr, Hin- 
kle’s recommendations. The classes he 
would debar are the following: 

Children under 16 years of age; per- 
sons whose height does not permit easy 
reach of the controlling pedals and 
brakes; those having insufficient strength 
to control a machine easily and _ posi- 
tively; persons under itileemee of liquor 
or drugs ; epileptics and others subject to 
fits or fainting spells. 

Mr. Hinkle also includes persons who 
do not know and can not comprehend 
traffic laws, ordinary rules of the road 
and other points of driving concerned 
with safe and efficient handling of auto- 
mobiles; persons dangerously defective 
in sight. or hearjng; cripples minus arms 
and legs, whose defects interfere with 
their control of the automobile; the 
mentally incompetent; persons whose 
nervous structure is not sound and who 
do not react rT 


COMMERCIAL CASUALTY STOCK 

Of the 50,000 additional shares of the 
Commercial Casualty of Newark, only 
481 shares were unsubscribed and these 
were offered at auction recently. The 
highest bid for the lot was $57. The 
highest bid for blocks of stocks was 
$60'01, and the lowest of successful bids 
was $57.25. The average for the sale was 
$58.80. The auction netted the company 
$18,660, all of which was lost by stock- 
holders who neglected to take up their 
rights. 





MUTUAL AGENT RESPONSIBLE 


Ruling that a mutual auto company’s 
agent is just as responsible, in that his 
actions and promises bind the company, 
as a stock agent is generally expected 
to be, the Michigan state supreme court 
handed down a decision last week hold- 
ing the Auto Owners’ Insurance Com- 
pany of Lansing must pay $3,000 in court 
judgments rendered against a_ policy- 


holder despite the fact that he was is- 
sued a limited policy when he had asked 
for full coverage and paid his premium 
on the latter basis, 
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Button Harks Back to 
Early Days of Surety 


HOW BUSINESS WAS STABILIZED 





Gives White Sulphur Crowd Vivid His- 
tory of Formation of Surety Asso- 
ciation; Praises Joyce 


Colonel Joseph Button, who has been 
insurance commissioner of Virginia for 
more than twenty years, lent distinction 
to the joint convention of casualty and 
surety men last week at White Sulphur 
Springs in his talk on “Reminiscences.” 
Colonel Button joined the ranks of in- 
surance commissioners in 1905, at a time 
when the insurance 
chaos. Two events had shaken two of 
the older branches of the business from 
center to circumference. The 
a legislative investigation of the New 
York life companies brought about by 
internal dissensions in one of the largest 
companies. The 


business was in a 


first was 


other was the San 
Francisco disaster in which many small 
fire insurance companies failed and 
which almost proved the undoing of 
many of the larger companies. 

Viewing the Armstrong investigation 
in the retrospect last week, Colonel But- 
ton said: “The Armstrong Committee, 
as it was known, commenced its hearings 
on September 6, 1905, and finished on 
December 30 of the same year. It made 
its report to the legislature of New York 
on February 22, 1906. All during the 
hearings the newspapers were filled with 
exaggerated accounts of the scandals and 
the people of the whole country almost 
lost confidence in life insurance com- 
panies as a whole. At this point a num- 
ber of governors, attorney-generals and 
insurance commissioners met and ap- 
pointed a committee of fifteen to see 
what could be done to remedy the situ- 
ation and draft uniform laws for the 
various states to prevent a recurrence of 
the evils.” 

It was a source of regret to Colonel 
sutton that he could not contribute any- 
thing of value towards the solution of 
these two momentous problems at_ that 
time due to his lack of knowledge of the 
business and his newness in office. 


His First Convention 


Speaking in his delightfully reminisc- 
ent vein, Colonel Button took his audi- 
ence back to the early days of surety- 
ship. At his first convention the first 
thing he did was to size up those pres- 
ent so as to determine who were the out- 
standing figures. He was impressed the 
most by A. I. Vorys, able lawyer and 
president maker, of Ohio; Thos. 1D. O’- 
srien, afterwé ards a judge of the Su- 
preme Court of Minnesota; B. F. Car- 
roll, afterwards governor of lowa; sen}. 
F, Crouse, insurance commissioner of 
Maryland, ‘and James Victor Barry, then 
commissioner of Michigan. 

“In those days,” said Colonel Button, 
“commissioner’s conventions were not 
what they are now. The practice was 
for the executive committee to extend 
invitations to company officials to ad- 
dress the convention and the program 
was made up entirely of such addresses 
and in many cases these company offi- 
cials would insist upon telling the com- 
missioners how to run their departments. 
Happily, this was changed after the con- 
vention in Richmond in 1907 and now the 
commissioners do all of the talking and 
the company officials have to listen. 
whether they heed or not is another 
matter.” 

A very strong address was made at 
this convention by Thomas A. Whelan, 
first vice-president of the Fidelity & De- 
posit, on the limitation of the surety 
companies upon any one risk or to any 
one person. This impressed Colonel But- 
ton a good deal and he said that Mr. 
Whelan’s suggestions have since been 
adopted by the Federal government and 
by many of the States. 


When Joyce Started Something 
It was at that 1905 convention that 
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William B. Joyce, at that time president 
of the National Surety, made one of the 
most notable talks of his career on the 
topic of “Proper Reserves for Fidelity 
and Surety Claims.” Besides that, he 
gave a graphic description of the un- 
healthy conditions existing among sure- 
ty companies which made such an im- 
pression upon Colonel Button that he 
took upon himself the task of cleaning 
up the situation. 

Discussing this investigation, he said: 

“Like many new commissioners, I had 
a desire to become a crusader, to bring 
about all sorts of reforms. With this in 
mind, I communicated with Commission- 
er O’Brien, of Minnesota, Carroll of 
Towa, and Carr of Maine, to know if 
they would join me in examinations of 
surety companies in response to the 
suggestion of Mr. Joyce at Washington. 
They replied in the affirmative and I 
then took the matter up with that wiz- 
ard of an examiner, S. Herbert Wolfe, 
with whom [ had been on several ex- 
aminations, and who seemed to me to be 
able to put his thumb upon the weak 
spot in a company almost as soon as he 
entered its portals. 

“Several months elapsed but early in 
February, 1907, I wired the other three 
commissioners that I was ready to begin 
and to meet me in New York. Com- 
missioner Carr was the only one that 
could come, the other two wiring an au- 
thorization to me to act for them. Hav- 
ing in mind Mr. Joyce’s pressing invita- 
tion to examine his company, we started 
in on the National Surety. 

“Never will I forget the startled ex- 
pression of Ballard McCaul, acting pres- 
ident in the absence of Mr. Joyce, when 
we told him the object of our visit. 
However, he gave his permission and 
we started into the examination and it 
was not long before we discovered that 
Mr. Joyce had not overdrawn the pic- 
ture in his address in Washington. He 
was frank and fair and desired us to 
make a thorough examination, and in 
the language of my friend Henry Tyr- 
rell, ‘I’ll say it was.’ 

Weaknesses Discovered 


“Among the things we found was the 
guess work method of setting aside un- 
paid loss reserves, which we afterwards 
discovered prevailed in all of the com- 
panies examined, save one, and we ex- 
amined most of those in existence at the 
time. One case I distinctly recall was 
a reserve set aside on December 31, for 
annual statement purposes, of $30,000, on 
a contract bond in Chicago, whereas the 
company paid between this and the time 
of our examination, $75,000 on it and 
subsequently had to pay several hun- 
dred thousand more. 

“After this examination was concluded 
and the report submitted to Mr. Joyce 


showing an impairment of two or threesociation of America, the 


hundred thousand dollars, the exact sum 
I do not recall, he requested us to appear 
before his board of directors and lay 
the matter before them. He called his 
board together, the report was read to 
them and they came to the rescue hand- 
somely by making up the deficit and 
putting the comp: iny on solid ground. 

“The other three commissioners then 
dropped out, O’Brien having been suc- 
ceeded by our good friend John A. Har- 
tigan. The two of us then associated 
Frank frye of Maryland, with us, and 
a little later E. E. Rittenhouse of Colo- 
rado joined us. This committee contin- 
ued to function until we had gone down 
the line. The weakness that we discov- 
ered in the first company examined we 
found to exist in almost all of them. 

“In all of them, except one, we re- 
duced their surplus, if they had any, and 
increased their loss reserves. One large 
company escaped an impairment by the 
acceptance on the part of the committee 
of the appraisal of its home office prop- 
erty made by a committee of real es- 
tate men of its own selection rather 
than the one made by our own apprais- 
er. 


How Surety Association Was Formed 


“Tt was at the 1908 convention,” said 
Colonel Button, “that the first step was 
taken toward the formation of what was 
to be known as the Surety Association 
of America. A resolution was introduced 
by Commissioner Rittenhouse of Colo- 
rado that a committee be appointed con- 
sisting of nine members called ‘the fi- 
delity and surety committee.’ This com- 
mittee was for the purpose of formulat- 
ing uniform laws covering matters of 
business and administration of the fi- 
delity and surety business. 

“The resolution was 
adopted and the first meeting of the 
committee was held in November, 1908, 
and it lasted three days.” Colonel But- 
ton said that executives of the surety 
companies had been invited. They real- 
ized that something had to be done to 
stabilize the business and, as a matter 
of fact, had met previously to the meet- 
ing to consider these topics. They ad- 
mitted that something was necessary to 
be done but they said that if the com- 
missioners would let them alone they 
could and would work out their own sal- 
vation; that they were pretty well agreed 
upon a course of action. - 

“T recall Governor Warfield’s appeal to 
be let alone,” remarked Colonel Button, 
“that all was harmony in the ranks. But 
when we would put one upon the stand 
and then another we found out that the 
same personal jealousies, distrust and the 
desire to retain their trade secrets ex- 
isted. When it was apparent that the 
committee meant business and _ that 
some drastic action would be taken, they 
got together and formed the Surety As- 
greatest step 


unanimously 
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that was ever taken and the beginning of 
the wonderful prosperity that has con- 
tinued almost ever since. 

“Thus was consummated one of the 
most constructive pieces of work ever 
undertaken by the National Convention 
of Insurance: Commissioners. We saved 
the public from loss of faith in corpor- 
ate suretyship and we saved the com- 
panies from bankruptcy and started them 
on the road to a prosperity of which 
they never dreamed. I never like to 
single out any one man for honors where 
all rendered valiant service but if I were 
asked who was more responsible than 
any other for thus bringing order out 
of chaos, I should have to take off my 
hat to Wm. B. Joyce and say to him, 
‘Thou art the man.’” : 

Fraternal Clean-up 

At another point in his address Colo- 
nel Button touched upon the commis- 
sioners’ efforts to draft a uniform law 
for the government of fraternal socie- 
ties. This was successful. Mr. Button 
said: “After many, many hearings and 
conferences with the fraternal people a 
bill was drawn which had the ap proval 
of a majority of the fraternal societies 
and submitted to the convention which 
met at Mobile, September 27-30, 1910 
After much discussion it was finally 
adopted by the convention and is the law 
in 36 states, though in some states it is 
slightly modified by what is known as 
the New York Conference amendments. 
_ “Thus another branch of insurance was 
forced to bring itself to a state of sol- 
vency. It has been a hard struggle for 
the societies to bring it about but most 
of them have done so, while others fell 
by the wayside. In fact, some of the 
larger ones are getting so prosperous 
that they are now undertaking to branch 
out into other fields of life insurance 
thus nga with the stogk and mu- 
tual companies. In my opinion they are 
making a erent mistake, ‘the shoemaker 
should stick to his last, ’ for as so on as 
they begin to issue other forms of in- 
surance than those for which they were 
originally chartered then the states will 
step in and assess them with the same 
onerous taxes and fees that are imposed 
upon other companies.” 


SCORES “MAD RUSH” 

The War Cry “Go Get It—Good, Bad or 
Indifferent” Is Deplored by But- 
ton at White Sulphur 

Speaking from his height of twenty 
years as an insurance commissioner, Col- 
onel Button of Virginia said last week 
at the joint casualty convention at White 
Sulphur Springs: “The great and over- 
powering evil of the insurance business 
today, in all of its branches, is the mad 
rush for business. The motto seems to 
be ‘Go get it—good, bad or indifferent, 
but get it,’ the ‘theory being, I suppose, 
that it makes a good showing in the 
advertisements of the company that its 
premium income increased so many mil- 
lions during the preceding year. 

“Conservative underwriting 
have become a lost art, 
being based upon volume. Is it not time 
that the companies were taking stock 
and see if it would not be prudent to re- 
turn to the basic principles of insur- 
ance? I think so. 

“Tt was struck with the remarks of my 
friend Clarence Ludlum, of the Home 
before the Western Union, of which he 
is president, in which he was preaching 
this same doctrine. He cautioned them 
to get back to ‘inspection selection and 
rejection.’ Sound advice, I should say.” 


1927 COMMITTEES NAMED 
At the White Sulphur Springs Con- 
vention of the International Association 
of Casualty & Surety Underwriters last 
week the following committee appoint- 
ments were made for the coming year: 
Nominations William Brosmith, Trav- 


seems to 
everything now 


ak . J. O'Neill, Royal Indemnity; 
J. Meador, United States Casualty; 
W. M. Tomlins, Americen Surety; W. 


R. C. Corson, Hartford Steam Boiler. 
create FE. A. St.. John, National 
Surety; J. H. Thom, Standard Accident; 
| a Vn Employers Liability; Tesse 
S. Philips, Great American Indemnity. 
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Surety Rules Raked 
Over by Agents’ Ass’n 


CRITICISM IS FREELY GIVEN 
White Sulhpur Springs Meeting Also 
Brings Out Feeling on Commissions 


Under Massachusetts Act 


Kkven though Superintendent of Insur- 


ance Beha of New York State did not 
give out any of his thoughts on the sure- 
ty acquisition cost rules at the White 
Sulphur Springs convention of casualty 


and surety men last week, 
be expeeted that this topic would not 
come up. On the last day of the con- 
vention solid hours were put in by 
members of the National Association of 
Casualty & Surety Agents reviewing 
both the casualty rules and the proposed 
surety rules. 

The consensus of opinion was that the 
casualty rules had largely stabilized the 
business throughout the country. But 
there wasn’t the same i in regard 
to the surety rules. Captain John T. 
Harrison and H. W. Schaeffer, repre- 
senting the New York City Surety Asso- 
ciation, voiced their opposition to the 
convention on certain of its features as 
far as they apply to the metropolis. They 
felt that as the rules stand now their 
agencies would be seriously affected. 
The apportionment of agents for the va- 
rious counties of the city was knocked 
as all the real producers of surety are 
located below 14th Street with the ex- 
ception of a few offices in Brooklyn. 
Want Objectionable Features Changed 

\s an outcome of this discussion which 
was warmly entered into, the meeting 
voted to have the New ¥ork Association 
draw up a memorial giving its objections 
to the rules which will “el presented to 
the executive committee of the National 
Association. An endeavor will be made 
to have the objectionable features of the 


it was not to 


two 


rules changed to meet the approval of 
the New York Association. 
\nother sore spot was the regional 


gent under the casualty rules and it was 
felt that he should be eliminated. <A 
good deal of satisfaction was expressed 
when it was learned that under the new 
surety cost plan such agents will be 
limited to exactly the number of general 
agents in any given State. 

Effect of Massachusetts Act 

Reactions from the field on the cas- 
ualty cost rules indicated that they have 
operated in Ohio to the general benefit 
of the business but in Chicago they are 
ignored in some cases and excess com- 
missions are paid. Still and all, in this 
city the older and better established 
companies are observing the rules in ev- 
ery particular, even when to do so en- 
tails a sacrifice of business, it was said. 

When the question of commissions un- 
der the Massachusetts act came up those 
present deplored the general tendency to 


reduce them. The feeling has been in 
that State that when the act goes into 
effect the business will come ee in 
over the counter. Charles S. Ashley, Jr., 
of New Bedford, said that the quicker 
agents get over this impression, the bet- 
ter. On the contrary, he said, the com- 


petition will be hotter than ever, 
agents in Massachuset tis are even going 
to the extent of promising an automo- 
bile operator’s license with an insurance 


Some 


policy. Some idea of the physical effort 
in connection with the enforcement of 
the act may be had by Mr. Ashley’s 


statement: “A condition of the act is 
that all present policies must be rewrit- 
ten in December. This means that nearly 
900,000 automobiles in operation in my 
State must be insured under the new 
law.” 

Resolution Pledging Co-operation 

The agents passed the following reso- 
lution on surety acquisition costs: 

“Whereas, the companies transacting 
fidelity and surety bond business are en- 
deavoring to formulate rules governing 
acquisition and field supervision cost on 
fidelity and surety business in order to 
stabilive and place upon a sound and 
equitee basis this important element of 
cost, c mmensurate with the service ren- 


TO STUDY SAFETY CAUSES 
Hudson County Safety Council N. J., 
Ask Industrials To Analyze Accidents 

And Place Responsibility 

With the view of reducing accidents 
and developing a method of classifying 
such cases and determining responsi- 
bilitv, the Hudson County Safety Council 
of New Jersey have issued “classifica- 
tion of accident causes” cards to the in- 
dustrials within the area of the council 
with a request to test the various plans 
outlined for a period of six months and 
give a report on the results obtained. 

The council is of the opinion that the 
common practice of charging an accident 
either to carelessness of workers or to 
an unavoidable cause is unfair to em- 
ployer and employee alike. It is be- 
lieved that mechanical hazards are not 
the principal causes of accident and that 
a majority can be prevented by proper 
instruction, supervision and continuous 
safety educational work. 

The classification as outlined by the 
council serves two important purposes. 
First, to permit the executive charged 
with the responsibility for accident pre- 
vention, to intelligently analyze acci- 
dents, to place responsibility and sec- 
ondly, when that is done, to place before 
the chief operating executives a_ brief, 
simple, easily understood report from 
which sempéunilillits can easily be deter- 
mined, 

The card of classification is as follows: 
A——Fanlt of Emplover—Avoidable. 1, 
Class of work beyond physical or mental 
ability of injured Defective 
tion, equipment or working conditions. 
3. Protective devices provided, but re- 
moved for repairs and not replaced — 4, 
Tack-of proper supervision. B—Fault of 
Injured—Avoidable. 1. Fiehtine, fooling 
or intemperance; 2. Protective devices 
not used; 3. Disobedience (To rules or 
instrnetions printed or verbal not includ- 
ing B-1l or 


construc- 


B-2); 4. Lack of skill: 5. 
Lack of concentration: 6. Poor judg- 
ment: 7. Unsuitable clothine: ‘Poor 
housekeenine. C—Fault of Fellow FEm- 
ployee—Avoidable. (Same as Class B). 
D—Other. 1. Unusual disturbances of 


ote ‘ments such as lightning, tornado, ete, 
Physical deficiency not revealed at ¢ n- 
tr ance or subsequent examinations. 


F. B. MAHONY PROMOTED 
Frank B. Mahony. Jr., 
in charge of casnalty underwriting at 
the New York office of the Continental 
Casualty, is now settled in his new nost 
as special agent for New Tersey. This 
promotion comes to Mr. Mahony in rec- 
ognition of his good work with the eom- 
pany. He has had twelve vears of ex- 
nerience in the business. Prior to joining 
the Continental Casualtv he was with 
the Ocean Accident and the Globe In- 
demnity. 


who hes been 


TO DECIDE ON 1927 MEETING 
Although French Lick Springs 
Ouebec were disenssed as nossible ploces 
for the next joint = and surety 
convention in 1927. it is e*nected thot it 


will again be held at White Sulphur 
Springs. 


and 





dered, thereby establishine dignity in- 
stead of chaos in this distinctly profe S- 
sional calline. 

Be it resolved by the National 
ciation of Casualtv & Surety 
convention assembled. that we commend 
those insur ance carriers that have co- 
operated in this effort and we urge the 
companies to seek the aid, assistance and 
constructive suggestions of the Superin- 
tendents of Insurance of the several 
States in moking this project nationally 
effective, and, 

“Re it further resolved, that a copy 
of these resolutions be promptly sent to 
the Sunerintendents of Insurance of the 
several States and to all comp?nies not 
to definitelv fix a rate of commission for 
sich new lines until the representatives 
of the association had been notified and 
had the opportunitv to present the views 
of the association.” 


Asso- 
Agents, in 


Discuss Index For 


Insurance Periodicals 
VALUABLE FOR REFERENCES 
Matter Receives Much Attention At 

Insurance Group Session of Library 
Convention; Co.’s Must Finance 





The “insurance group” session of the 
Insurance Library convention which was 
held last week at Atlantic City had a 
larger attendance than at any other pre- 
vious meeting. The principal topic for 
discussion was the “Advisability and 
Possibility for Index for Current Insur- 
ance Periodicals.” The committee in 
charge of the session this year made a 
successful effort in bringing about plans 
that would meet with the approval of 
the companies and co-operation of the 
libraries. 

In speaking of the plan Miss Florence 
3radley, chairman of the group division, 


and Metropolitan Life librarian, told 
The Eastern Underwriter that “in estab- 
lishing such a service it would prove 


most valuable to insurance men in every 
branch of the business. Quite frequently 
prominent men are called upon to make 
a speech on a certain subject at a few 
hours’ notice, and while they remember 
reading something about the subject they 
have been asked to speak upon, they 
have no recollection at that moment 
when or where they read it. It would 
be of great help in the matter of statis- 
tics and actuarial work. Many of the 
leading insurance periodicals contain ar- 
ticles that are not alone interesting and 
helpful of the present day but will nave 
a future demand. 

“There are similar indexes used in 
other business and as the insurance field 
is growing larger every day, it can be 
plainly seen how important such a plan 
would work out, particularly to the man 
who specializes.” 

Miss Bradley said that the matter was 
received with much enthusiasm at the 
convention, but was put over for the 
convention of 1927, when it was hoped 
that there would be a larger delegation 
present and the matter could then be 
more thoroughly threshed out. Financial 
support would have to come from the 
companies and there is no doubt, said 
Miss Bradley, that when once the com- 
panies understood the great value of the 
plan and the vast amount of information 
that could be obtained, it would be put 
on a firm basis. 





WILL GUARANTEE CHECK PAPER 
The National. Surety Company re- 
leased its plan this week to supply banks 
and business houses with a_ specially 
made and marked paper for checks and 
drafts, which will carry the company’s 
absolute guarantee against check-raising, 
check-alteration and forgery. 

The paper will be water-marked “Na- 
tion: ul Surety Company Guaranteed Pa- 
per,” and all checks and drafts made 
upon it will be guaranteed by the surety 
company to the guarantee-holder up to 
any specified amount against forgery or 
alteration. 

Through an arrangement with a prom- 
inent bank note company, this guaran- 
teed paper will be offered to banks and 
business houses at a price materially less 
than that at which all the present 
“safety papers” are being sold. 





COMMITTEE APPOINTMENTS 

The following committees were ap- 
pointed for 1927 by the National Associ- 
ation of Casualty & Suretv Agents last 
week at White Sulphur Springs: 

Nominations—W. M. Byrne, of St. 
Louis; W. H. Wadsworth, Phil Braniff, 
of Oklahoma City. Resolutions—W. G 
Wilson, Cleveland: -C. H. Burras, 
cago; G. Arthur Howell, Atlanta. 


Chi- 





JOINS MARYLAND CASUALTY 

Thomas F. Stanton has joined the New 
York staff of the Maryland Casualty in 
its statistical department, assisting F. H. 
Colquhoun, cashier and assistant secre- 
tary. Mr. Stanton was formerly with 


the Commercial Union and Niagara Fire. 


A LETTER FROM CYRUS K. DREW 
Denver, Oct. 11, 1926. 
Editor The Eastern Underwriter: 

The life insurance fraternity owes you 
a vote of thanks for your complete re- 
port of the discussions at Colorado 
Springs over prohibition by the medical 
section of the American Life Conven- 
tion. It is one of the most complete 
documents of the year. 

When I reported the convention I did 
not have the stenographic report. avail- 
able. However, it is : matter of pride 
for me to reflect that | did not improp- 
erly send out something the stenograph- 
ic report would contradict. 

What I stated at the time was that the 
medical examiners present believed that 
modern drinking habits would result in 
hidden health impairments sure to re- 
veal themselves in coming years among 
those who indulge in drinking habitual- 
ly these days; that while no statistics 
are available it is a fact that prohibi- 
tion has helped a little; that drinking 
has not caused the sudden deaths and 
sudden blindness expected; that examin- 
ers would have increasing difficulty with 
applicants who drink because neither they 
nor their friends tell the truth about 
the quantity of the illicit stuff they con- 
sume nowadays. 

I then made the following statement 
which you have, on two separate occa- 
sions misquoted; [I said this: 

“The who is known nowadays as a 
drinking man, to the point of 
partial public knowledge 
leg liquor, is actually almost to be 

as a prohibited risk by all 


” 


man 
general or 
of his use of boot- 
consid 
ered wise life 


insurance companies, 


Two times you have pretended to use 
that statement and you adroitly twice 
omitted the word “public” and the word 
“almost” in what you attributed to my 
statement. It makes a yast difference 
when the true context is considered. | 
stand by that statement and challenge 
anybody to refute it. 

You gratuitously — and sarcastically 
suggest that | inform the medical pro- 
fession what constitutes a drinking man 
hazardous as a normal life insurance 


risk. I can do so. You'll laugh at this, 
surely, but it is’my firm belief that be- 
fore you get to the time of life when 
you have irregularities in your innards 
and must consult a doctor many years 
hence, | trust, you'll find that life in- 
surance companies under the curse of 


Volsteadism will almost universally have 


come to the conclusion that only a tee- 
totaler is a safe risk to take on! 
Cyrus King Drew, 


Editor The Insurance 


Big Bill 


(Continued from Page 25) 


Report. 


Man- 
hand- 


was not even a gambler’s chance. 
agers fought for the privilege of 
line her and she tied up for approxi- 
mately $2,500 an appearance. When the 
opera season closed she started in con- 
cert and turned people away every- 
where. 

The most amazing part of this furore 
over this eighteen year old girl was that 
her voice was not extraordinary from 
Metropolitan Opera House standards, but 
it did not need to be. With all the 
publicity and the Kansas City Chamber 
of Commerce and other home town 
boosting she would have made a_suc- 
cess if she had been only a first class 
choir singer with some good coloratura 
notes. 

Yet, there are 
do not believe 
tising. 


still some people who 
in the power of adver- 


ELECTED AT THE CONVENTION 

E. A. St. John, the newly elected pre-- 
ident of the International Association of 
Casualty & Surety Underwriters, will be 
mapped’ during his term of office by 
M. FE. Jewett, vice-president, F. Rebert- 
son Jones, secretary-treasurer, and the 
following executive committee: Edward 
C. Stone, T. J. Falvey, F. Highlands 
Burns and Richard Deming. 
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EMPLOYERS INDEMNITY 
CORPORATION 


E. G. TRIMBLE, President 


CASUALTY REINSURANCE 
AND 


EXCESS INSURANCE EXCLUSIVELY 


A Comprehensive Service for Casualty Com- 


panies and Life Companies which issue Casualty 
Features. 


We invite proposals and inquiries. Negotia- 
tions may be opened with our Home Office or 


with our Branch Office in your Territory. 


HOME OFFICE 


INSURANCE BUILDING 
KANSAS CITY 


CHICAGO OFFICE NEW YORK OFFICE 
837 Insurance Exchange 
JACK WOODHEAD, Res Vice-Pres.™” 


85 John Street 
EHMANN @& CO., Mgrs. 
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Some of the New A:tna Liability Advertising Folders 


| word ‘Lzability”’ implies the need for protection. 
As occasions of liability increase, so must liability insur- 
ance keep pace with the need. For only liability insurance 
can adequately offset the tremendous liability verdicts 


of today. 

The Aétna Life Insurance Com- 
pany has met the growing demands 
for this linewith special policy forms 
tocover the various types of liability. 

The financial solidity of the 
/Etna and its record for prompt 
settlement of claims are recognized 
wherever insurance is known. 


It Certainly Pays to be an Astna-izer 


ANTNA LIFE INSURANCE COMPANY 
Accident and Liability Department 
affiliated with 
/ETNA CASUALTY & SURETY CO. 
AUTOMOBILE INSURANCE COMPANY of Hartford, Conn. 


Furthermore, sales helps are 
freely offered our agents. Folders 
and booklets together with sug- 
gested letters to different classes of 
prospects are provided. 

The AEtna-izer Supplements 
are a library of underwriting 
information and sales inspiration. 


STANDARD FIRE INSURANCE CO. 























